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What Helps Make “High Prices” 


price on merchandise. The merchant finds 

“replacement values’ a quick way to better 
profits, the manufacturer, too, and all the string of 
“helpers in shoe building,” from hide producer to 
leather tanner. In fact, as conditions run the mer- 
chant who does not “‘appreciate”’ his prices will be in 
an unfortunate position when the time comes for 
“reduction in prices,” if that time ever comes. Here 
is how a shoe manufacturer put his case: 

“T was fortunate in buying my leather very early. 
Today in taking orders I could make a fair profit at 
$1.00 less than the market price and yet I am keeping 
my prices at the same level with the rest of my com- 
petitors, for if I sold the shoes at the lower price they 
wouldn’t be appreciated, and what is more, when the 
time comes for recession in prices the merchant would 
say to me, ‘what, are you not going to reduce your 
prices also.’ He would give no thought whatsoever to 
the idea that I had never raised my prices.”’ ° 

Is there not a parallel on the story by Emile 
Gaboriau of The Accursed House in the situation that 
is today apparent in our industry? That old story 
runs: 

“A young man of Paris inherited from a miserly 
uncle nearly $2,000,000. In running through the 
documents of succession he learned that an unfinished 
building, bought in 1849 for 300,000 francs, brought 
in, clear of taxes, rentals to the amount of 82,000 
francs a year. “Too much, too much entirely,’ 
thought the generous Vicomté¢, whereupon he called 


| j VERYBODY’S doing it’—getting the top 


in the concierge of the building and said ‘go at once 
from me and notify all of your tenants that I lower 
their rents by one-third.’ 

“The poor man who received the message was thrown 
off his balance, neither he nor his wife could believe it. 
When he told the tenants they at first thought it was 
a joke; people who for forty years had lived on the 
same floor and never honored each other by so much 
as a tip of the hat now clustered together ond chatted 
eagerly. 

“They first thought that the proprietor had lost his 
mind, then began reflections and commentaries. 
Why had the proprietor lowered his rents? What 
motives? Ah, there is something under all this! 
Some one said that there were noises of ghosts and 
others said the house was top heavy; another, the 
house was to be set fire to so as to collect insurance 
money; then followed extraordinary and even fright- 


~ ful suggestions. From disquietude it ran to fright 


and from fright to terror. By the end of the week 
everybody had given notice, it was a _ general 
rout. 

“Before long three and twenty ‘FOR RENT’ 
placards appeared. The house was entirely vacant, 
no one would enter; the rats themselves finding 
nothing to live on, abandoned it also. The concierge 
finally scampered away and now on the Rue de La 
Victoire stands the abandoned house, so disreputable 
that even the neighboring houses on either side of it 
have depreciated in value.” “Lower ones’ rents.” 
Who would think of such a thing! 
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England’s Wrong Viewpoint 
ROM news dispatches which come by London 
cable we learn—‘‘The manufacturers of the 
United Kingdom have requested the Government 
to give effect to its declared policy of protection 

to key industries in order to prevent dumping.” 

One of the reasons why the embargo was put upon 
shoes into England was because England feared an 
American “Business Invasion.” 

How little England has to fear a dumping of Ameri- 
can footwear when there is such a tremendous 
scarcity of stock on the shelves of the retail shoe mer- 
chants of America! Outside of those bona fide 
American shoe stores in England rented by American 
manufacturers for the sale of their own product, what 
shipments are sent over are sent out of compliment 
to the friendships made in years past, for there isn’t 
a shoe manufacturer in this country who cannot 
readily dispose of more than his production on this 
side of the pond. 

What we know to be the case is this—that the merit 
of American footwear, in style, last and workmanship, 
is so appreciated by the English public that some 
English manufacturers fear American shoe standards 
will be forced down their throats unless they stop the 
cultivation of a taste for certain lines of meritorious 
footwear made in America. 

The embargo is a weapon used for the purpose of 
permitting the English manufacturer to fill up the 
shelves of the English shoe stores so that when the 
embargo is lifted there will be but little demand by 
the merchants for American shoes because of their 
inability to carry more. 

To talk “dumping” is absurd, when the shortage 
of shoes in this country is so great that a merchant 
from the West will come to a Boston retail store and 
buy shoes at retail so that he would not be caught 
short on his service to the public in his Western city. 
Actually that Western merchant couldn’t get a pair 
of shoes of the styles he wanted for earlier delivery 
than next November when he needed the shoes July 1. 
We give but one little example in addition. We saw 
the comparative weekly inventory of a moderate sized 
store and the figure showed 4,000 pairs less on hand 
than a year ago, and yet the book value of the mer- 


‘| Recorder 


June 14, 1919 


chandise on the shelves was $7,000 more than the 
complete store valuation a year ago. The merchant 
wanted shoes. He knew he could sell them if he 
could only get them on his shelves and price was no 
problem at all. 

It is high time the world learned that American 
production borrows not one tactic of the damnable 
German system of dumping products into a foreign 
country below cost simply to smash and ruin indus- 
tries there, so that ultimately her products can com- 
mand a dominating price. We can show many cities 
that by themselves alone sell more shoes to the Ameri- 
can public than our entire exports to England. What 
we do want to do is to bring about that interexchange 
of products beneficial to all countries and to all in- 
dustries and if a small portion of the English public 
has a liking for American footwear, we want to gratify 
that taste, for it is a pleasing service that we enjoy 
rendering and we mutually have an appreciation for 
many an English product in return. 

What we do resent is the word “dumping.” It is 
one of the “fight”’ words in the vocabulary of Ameri- 
can industry. 





Cleaning White Footwear Properly 


OW that the season for white shoes is here it 
might be well for the retailer to give some 
attention to one of the chief difficulties to be 
met in selling them, and that is the matter of clean- 
ing. The average customer who buys a pair of 
white fabric or white buck or kid shoes, unless 
properly informed, is very apt to clean them with 
the first available cleaning preparation, no thought 
being given as to whether or not it will injure the 
shoe. 

There are many instances where customers who 
have thus mistreated their white fabric shoes are 
given new shoes to replace them and the merchant 
then tends to look to the manufacturer for full credit 
of a new pair of shoes. But the manufacturer feels 
that he should not be called upon to make good for 
a shoe which has gone to pieces under such circum- 
stances. 

Here is a condition which can be greatly improved 
if the white shoe customer were given proper advice 
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as to suitable cleaners at the time purchase is made. 

If puzzled over the matter, the merchant should 
be able to get correct information regarding the 
proper cleaners from the manufacturer from whom 
the shoes are bought. Some manufacturers issue 
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cards of instructions to go with every pair of white shoes. 

Certainly a word of well-founded advice from the 
salesman would tend to reduce complaints from 
customers who through ignorance may injure their 
delicate footwear. 
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GOVERNMENT SELLS LEATHER WELL 


Gets a High Price at Auction— Over $4,000,000 
in Two Days 

Philadelphia—The eagerness With which large lots 
of leather were snapped up at high prices during the 
government auction at the Zone Surplus Property 
Office here was significant that big operators look 
for no decline in prices, and was eloquent of the 
scarcity of stock in the leather markets. 

Before the sale it was estimated that the total for 
the stock to be disposed of would reach about $3,000,- 
000, and it was expected that it would take three or 
four days to auction the stock off. 

Two-thirds of it was disposed of the first day, for 
a total of approximately $2,225,000, and the entire 
sale closed for a total of more than $4,000,000 after 
a short session the second day. 

The government specified that no bids for less 
than 1,000 pieces would be received. It was an 
unnecessary limitation. The big operators did not 
hesitate to rush up the quotations from the start, 
and one lot went for $900,000, the government 
throughout reaping the benefit of a rising market. 
Many of the largest bidders, it was said, were acting 
for certain packing interests eager to protect the 
value of hides. 


WM. S. McKENZIE A DIRECTOR 


Cincinnati Shoe Manufacturer Member 
Fifth-Third Bank 

Wm. S. McKenzie, President of the Helming- 
McKenzie Shoe Co. of Cincinnati, has become a 
director in the Fifth-Third National Bank of Cin- 
cinnati. 

The Fifth-Third Bank has absorbed the “Market 
National.”” The control of security savings has also 
been acquired. This makes the Fifth-Third Bank 
of Cincinnati the largest bank of that city. The 
combined deals are the biggest transactions involv- 
ing local banks in years. The “Market National 
Bank” will liquidate and surrender its charter to the 
government. This consolidation is approved by the 
government and the deal follows the retirement of 
two Fleischmanns. The negotiations were conducted 


by Reamy E. Field, of Field, Richards & Co. 
The actual money involved in the transaction is 
between $1,500,000 and $2,000,000. 


PRETTIEST FOOT SOUGHT 


Boston Style Show Feature— Newspaper to Give 
as Prize *‘Vacation in Mountains”’ 


Boston—Who is the girl with the prettiest feet in 
New England? 

The task of finding her has been undertaken by one 
of Boston’s leading evening newspapers so that she 
may act as Queen of the models at the Fourth Semi- 
annual Boston Shoe Style Show to be held under the 
personal direction of William H. Walsh in Symphony 
Hall on July 14, 15, 16 and 17. 

Every girl in New England who can wear a 4 B 
shoe is eligible to enter the contest to be named ““The 
Modern Cinderella.” Three of the best known retail 
shoe buyers of Boston are to act as judges. They will 
personally examine the feet of all contestants and fit 
them to shoes. The girls are first requested to send 
in a short letter to the newspaper with a description 
of their feet. These letters will be read carefully by 
the judges and a number selected to be personally 
examined. 

Plans for Boston’s fourth show are progressing 
rapidly. The manufacturers who are exhibiting are 
busy making the shoes they are to show on the run- 
way. 

Manager Walsh plans to mail out shortly buyers’ 
tickets to all of the leading buyers in the country. 
These tickets will be good for every day and will fol- 
low up personal invitations that have been sent oyt 
by the exhibitors to their customers. 


HEEL CONTRACT PLACED 
By Rubber and Leather Division 


Washington, D. C.—The Rubber and Leather 
Division, Quartermaster’s Department, has placed 
a contract with the Jones Heel Company of Colum- 
bus, Ohio, for 45,000 single heels, whole leather heels 
as follows: 25,000 No. 10 at 151.10 cents per pair, 
10,000 No. 12 at 161.10 cents per pair and 10,000 No. 
14 at 171.10 cents per pair. 
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BOSTON RETAIL SHOE SALESMEN’S 
ASSOCIATION INSTALLS NEW OFFICERS 

On Monday evening, June 9, the regular monthly 
meeting of the Boston Retail Shoe Salesmen’s Associ- 
ation was held at Du Pont’s Restaurant. The newly 
elected officers assumed their positions and announce- 
ment of committees was made. 

R. L. Upton of R. H. White Company, newly 
elected president, upon taking the chair, read a very 
excellent paper in which he brought plainly - before 
the members the real objects to be obtained by the 
association. This organization is unique in that it has 
discarded the methods of force which are usually 
employed by similar organizations. The underlying 
principle on which this organization has been built, 
and by which it has obtained unusual success, is the 
betterment of one’s own condition through the better- 
ment of the other fellow’s condition. 

The members of this association, almost without 
exception, have shown improvement in their work, 
increased their efficiency and consequently have 
been able to better their own positions with their 
various firms. 


Officers for 1919 

The newly-elected officers of the association are: 
President, R. L. Upton of R. H. White Company; 
vice-president, C. W. Pollock of Thayer McNeil 
Company; secretary, R. W. Daley of the Daley- 
Williams Company; treasurer, H. F. Salisbury of 
the H. F. Salisbury Company; executive committee, 
H. E. Currier of the Walk-Over Shoe Store, J. H. 
Steele of the E. W. Burt Company, D. H. McNeil of 
the Crosby Shoe Company, H. J. McNulty of the H. 
W. Ramsey Company and E. Roy Smith of the Walk- 
Over Shoe Company. 

The new officers have in mind extending their 
range of activity both along business and social lines, 
so that within the coming year the Boston associa- 
tion will undoubtedly be heard of far beyond the 
confines of its own city. Already they are planning 
the work that will fall to them in connection with 
the convention of the National Shoe Retailers’ 
Association to be held in Boston during January of 
next year. This feature of retail salesman activity 
has heretofore been unknown in National Associa- 
tion conventions. It tends to show the co-operation 
and the good will existing between the merchants of 
Boston and the men comprising their sales force. 


Address by C. W. Pollock 
C. W. Pollock of Thayer McNeil Company, the 
retiring president, made a splendid address, in which 
he took up the optimism of the average retail shoe 
salesman of today, brought about by new methods 
of paying salespeople and better working conditions 
which are being installed in many of the better retail 
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shoe stores, methods which tend to make the shoe 
salesman not merely a salaried employe but an inter- 
ested profit sharer of the business. 


INCREASE IN PRODUCTION OF STANDARD 
KID 
1,500 Dozen A Day, November 1 


The Standard Kid Manufacturing Company has 
purchased the Barr and Dougherty factory at Wil- 
mington, together with the Diamond State Ware- 
house and railroad sidings that belonged to this 
concern. Immediate possession was taken. 

Architects’ plans have already been submitted and 
approved for the erection of a new six-story factory 
150x70, adjoining the present factory of the Standard 
Kid Manufacturing Company. This new factory 
will be built and equipped on or before November 1. 

Beginning July 1 the Standard Kid Manufacturing 
Company will soak 1,000 dozen a day, and 1,200 dozen 
a day beginning September 1. The soaking will be 
1,500 dozen a day beginning November 1. 


S. D. NICHOLS ELECTED DIRECTOR 


Nunn, Bush & Weldon Shoe Co. Recognize 
Loyal Service 


At the annual meeting of the stockholders of the 
Nunn, Bush & Weldon Shoe Co., held at the offices 
of the company in Milwaukee, S. D. Nichols was 
elected a director. His election as director comes as 
a recognition of his loyal service as purchasing agent 
for the Nunn, Bush & Weldon Shoe Co. 

Mr. Nichols has been connected with the shoe in- 
dustry since he was seventeen years of age. Starting 
at the bottom of the ladder with J. W. Carter in 
Nashville, he learned the cutter’s trade. From 
Nashville he went to Roberts, Johnson-Rand and 
after three years to The Brown Shoe Company in an 
executive capacity, where he remained some seven 
years. After a short connection with the Florsheim 
Shoe Company, he was induced to accept his present 
position as purchasing agent. 

Mr. Nichols is one of the younger school of execu- 
tives and has had a considerable share in the forma- 
tion of the policies regarding leather stocks that have 
accounted to a great extent for the very rapid growth 
of the Nunn, Bush & Weldon organization. As pur- 
chasing agent he buys all upper and sole leather, as 
well as supplies... 

His friends congratulate him upon the merited 
recognization by the stockholders and also upon the 
fact that his promotion came practically upon his 
thirty-second birthday. ; 

Mr. Nichols will continue in charge of all pur- 
chasing in addition to the duties required of him as 
director of the corporation. 
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Retail Shoe Advertising 


The Era of Better Prices of Footwear Merits Better Advertising by the 
Shoe Stores of America 


HERE is no time in the year when retail 
advertising is more important than in mid- 
season. Lines of footwear at this time of the 

year have been tested out, some have proven to be 
wonderful sellers and are broken in size and others 
have proven to be rather slow in moving. 

Both types of merchandise need the special atten- 
tion of the man who writes the advertisement from 
the time the advertisement is productive of selling 
activity and is profitable to the store. 

It is a question as to whether it is advisable with 
merchandise so high in price to open up on clearance 
sales before August 1. The remaining weeks of June 
and the early weeks of July are excellent sales weeks if 
there is merit in the advertising as well as in the 
merchandise. 


A Service of Year-Round Utility 


It is difficult to write from any one central location 
ads of local utility, for conditions vary the country 
over. However, the “Recorder”’ in its retail ad service 
has been able to render efficient service by rendering 
a help to merchants through artistic cuts at a mini- 
mum cost, leaving to the merchant the adaptation of 
the ad text to his own use. This service is exclusive 
in the “Recorder” and it is for “Recorder” sub- 
scribers only. 

In these eight pages we cover a number of ideas for 
the merchant to use in his publicity. He may get an 
inspiration from a study of these pages that will be 
helpful in establishing a policy.of consistent adver- 
tising. If the merchant wants more 
ideas on the publicity service that 
we can render in aiding him to get 
more shoes sold right, he needs but 
write us, giving us information as 
to the amount he contemplates 
spending together with the mediums 
that he wishes to use. Thus the 
“Recorder” endeavors to go further 
along the path with the merchant in 
the distribution of his shoes more 
effectively to the public by the 
means of skillful advertising sugges- 
tions. 


Business Failures—Don’t 
Advertise 


As to the value of advertising, 
it is questionable as to whether it is 
necessary for any one to quote argu- 
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ments. The one telling hit is the assertion made by 
Bradstreet Commercial Agency that 84 per cent of 
the business failures of the past year occurred among 
firms which did no advertising. From such an au- 
thority the proof comes in greater emphasis than any 
volume of talks that could be given on the subject. 
It is interesting also to know that the United States 
Department of Labor emphasizes five points in the 
usefulness of advertising, and what is more the 
department itself tells the story in advertisements in 
leading papers of the country. 

Here is what Roger W. Babson says for the United 
States Department of Labor: 


“If you are not advertising, then advertise, be- 
cause it saves money for you and it reduces the 
price to the consumer. 

“Advertising prevents profiteering. It in- 
sures honest profits and makes them permanent. 

“The message of the U. S. Department. of 
Labor to merchants and manufacturers and to 
all progressive American business men is to 
advertise. 

“Tell the public about YOUR goods. The 
consumer has plenty of money. He is willing 
to spend it and we want him to spend it on 
American-made products. The easiest, quickest 
and most economical way in which this can be 
accomplished is by advertising. 

“Start your campaign right now.” 


Don’t “Just Scratch Off 
Something’’ 
And Call It an Ad—for You Are 
Throwing Money Away 


To get results from advertising it 
is necessary to put effort into the 


preparation of copy. A _ hastily 
written advertisement which con- 
tains no selling arguments is recog- 
nized as such by the newspaper 
compositor and he gives it the same 
treatment you did when you wrote 
it. On the other hand, a carefully 
written advertisement with the dis- 
play lines accentuated is given extra 
attention by the compositor. He 
recognizes the care you have taken 
and does his best to assist you. 
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In the investigation made by the Harvard School of Business Research one 
dealer charged “bad debts’’ and all losses to advertising —WOW! 





“He Who Sells’’ Has Idéas 
Ask Your Clerks for Advertising Suggestions 


It is sometimes surprising to a merchant to find 
what good advertising ideas his clerks can suggest if 
they are given encouragement. It often happens 
that some clerk takes so much interest that the entire 
matter of advertising is turned over to him with 
benefit to both the owner and the clerk. 

Really, why should not a clerk be interested in 
creating sales? His bread and butter depends upon 
sales; he meets the customers, listens to their criti- 
cisms, complaints, and sometimes their praise. He 
must know the stock to be a first-class salesman. 
Then, why should he not have valuable ideas in the 
important branch of advertising? Try them out. 


Charge It to Charity 
Don’t Mistake ‘“‘Program Gifts’? for ‘‘Selling 
Advertising”’ 

Do not charge the money you spend in programs, 
souvenirs or lodge booklets to advertising. Many 
go into such schemes for fear of losing trade if they 
refused. Rather than antagonize some church or 
society the merchant signs on the dotted line and 
separates himself from a fair-sized amount of coin. 

It may or may not be good policy to do this, but in 
any event do not charge such sums to “advertising.” 
Charge them to profit and loss or to charity, but don’t 
call such a waste of money advertising. 

Did you ever make a purchase through an ad of that 
kind? Do you know of any person who ever did? It 


is stated upon good authority that the last sales made 
from such an “ad” was just seven years and three 
months before the fall of Babylon. On the other 
hand, Samson, who believed in really advertising, 
took two columns and brought down the house. (See 
Judges 16; 29-30.) 


Write “Straightforward’’ Copy 
Sincere Advertising is Successful Advertising 


An ad may be ungrammatical; it may be poorly 
arranged and poorly printed, and yet be successful. 
When such an advertisement brings business it is 





Advertising does not jerk; it pulls. It 
begins very gently at first, but the pull is 
steady. It increases day by day and year 
by year until it exerts an irresistible power.— 
John Wanamaker. 











because the writer managed to put some of his own 
personality into it. He believed in himself, his 
methods and his merchandise, and because of that 
belief there was a note of sincerity in the copy which 
appealed to the reader. 

An honest advertisement, like an honest man, im- 
presses one with its straightforwardness. Whether 
printed in a newspaper or told the customer by word 
of mouth the man who believes what he says will 
a hearing. eS 
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One of the progressive merchants of the country now owns six stores because 
of a policy of spending as much for advertising as is spent for rent. 





Hitting on All Fours 


First Your Product---Second Your Service---Third Your Salesmanship and 
Fourth Your Advertising 


By HARVEY R. YOUNG, of Columbus Dispatch 


= 7 hat does a newspaper man know about our 
W business?”’ ‘What can he tell us?” With 
all due respect to the ability and the 
experience of the average merchant today, and 
particularly the small merchant, I believe that 
the up-to-date, live newspaper advertising writer 
and solicitor of advertising has more oppor- 
tunities to study causes for success and failures 
than the average small retail merchant, for the 
reason that you leave your home in the morning; 
you go to your place of business and you stay within 
four walls until closing time. And you do that pretty 
much for 312 days in the year, so, consequently, if an 
outsider has the opportunity to go from store to 
store and get into the confidence of his patrons, as a 
newspaper man has to do, he has more opportunity 
to learn just why certain things are successes and 
certain things are failures. 

First, there is your product, second your service, 
third your salesmanship, and fourth your advertising. 
Now most any one with a little experience can start 
that motor so long as there is nothing happens to any 
part of the machinery or nothing goes wrong. The 
inexperienced, the incapable, the thoughtless, careless 


fellow usually loses his bearings. Now hundreds of 
stores and more thousands of individuals are knock- 
ing along with dirty spark plugs, one or more cylin- 
ders missing. Now they may get somewhere eventu- 
ally, but the crowd has gone home. 


Twenty Per Cent Product—Eighty Per 
Cent Salesmanship 


The first cylinder, as I have explained to you, is the 
product. Charles Schwab, the steel magnate, says 
that 20 per cent is your product; the other 80 per 
cent is salesmanship and advertising service. If 
there is anything wrong with your business you are 
not hitting on all four cylinders. Just ask yourself 
that question: ‘‘What is the matter? Why am [ not 
hitting on all four cylinders?” You ought to be 
making the hills on high. 

The first part of your business motor I want to 
impress you with is service. In the long run, service 
is what most people are willing to pay for. Service 
implies courteous treatment and honesty in every 
detail. If I were going to embark in the retail shoe 
business today, the first thing I would do would be to 
line up my organization. I would secure the most 
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The Recorder established this service of “retail advertising helps’’ to aid 
merchants in “getting more shoes sold right.”’ 





capable, the most energetic, the most courteous em- 
ployes from porter to manager. Efficiency in sales- 
manship means success; success or failure rests 
practically with those who meet and deal with the 
buying public. Hence the necessity of service being 
made up of people who know what service means. 


Advertising Depends upon Salesmanship 


Right there I am reminded of an organization, of 
which I am happy to be a member, and the happy 
John Baird is a member of it, whose motto is “He 
profits most who serves best.” Millions have been 
spent to promote every part of your business except 
to educate your salespeople. Educational sales- 
people must now be buckled onto business, and when 
properly trained, five will sell as much as fifteen un- 
trained clerks. There is a constant demand for 
efficient salespeople. 


The Salesman Who Read the ‘‘Ad”’ 


Salesmanship is closely bound up with advertising. 
The most successful stores today are those who insist 
on their salespeople reading and studying every ad- 
vertisement published before the doors are opened 
for business, and the most clever salespeople know 
how to apply it. Then the salesman with his delicate 
sense of conception can more easily complete the sale. 
Advertising is the modern handshake of business. 
Your great-grandfather can remember back when 
there was not such a thing as advertising. He can 
remember when he went to church and reunions and 
picnics and shook hands and built up his business by 


handshakes. It is the modern handshake of 
business. 

You can talk to the whole world over night or over 
the day through advertising, that would be physically 
impossible to even talk to the people in your neigh- 
borhood in one day. It was a great factor in winning 
the war; it had something to do with the fighting and 
keeping up the morale of the men, and the generals 
in the army will tell you that. If you don’t think it 
had anything to do with winning the war, ask the 
chairman of any Liberty Loan Committee in the 
world today. 


Great National Endorsement of 
Advertising 


Before this war struck America there were only 
300,000 people in the United States who were in- 
terested enough in bonds to own a bond. Just think 
of it—300,000 out of over 305,000,000. The last loan 
sold bonds to 25,000,000 people. : 

Advertising is now identified with our national 
progress. It is moving the goods of the world as no 
other force can do. The big corporations of this 
country have found out that they have got to buy 
space in the newspapers and make a clean cut state- 
ment to the public and tell the reasons why they take 
the position, why they want advanced rate. An 
automobile man is spending $3,000,000 to sell auto- 
mobiles, and these big business men are not fooling 
themselves? John Wanamaker isn’t buying a million 
dollars’ worth of advertising just because there are 
some clever solicitors around. 
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WEAR WHITE SHOES 
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Whatever your problem in retail shoe advertising let us be of service in devel- 
oping your advertising campaign through newspaper cuts and copy, and other 


store publicity. 





The first, the best, advertisement is personal sales- 
manship; the next best advertisement is to call your 
customer up over the telephone; the next best ad- 
vertisement is to send them a wire; the next best 
advertisement is a letter by mail. Now those are all 
good. But if you don’t know who all the people are 
in your city and you have got to reach them through 
the mail, it is going to be too expensive; you had 
better come back to the newspaper. 


How to Reach Your Trade 


I am going to wind up with just a little thing that I 
think is important on this advertising. One word, 
which is concentration. Don’t try to reach every 
man, woman and child in one town. If your town is 
very big, some of them don’t read anything. What 
you want to figure out is to reach the greatest ma- 


jority at the least cost, and the merchant who has a 
small appropriation, I think your advertising ought 
to run from 3 to 7 per cent of your gross sales. De- 
pends on the nature of your business. And any man 
who can afford to spend that much should pick out 
the paper that will reach the most people. Let the 
rest go by; concentrate. It is concentration that 
backs up this advertising. Every time you have an 
advertisement your goods should go in the window. 

You know you wouldn’t have the store without 
windows. I am a believer in attractive, neat show 
cards and prices. I am a believer in putting prices 
in the window. I don’t care whether a pair of shoes 
is $1.75 or $12.75 or $15.00. If you will watch the 
first question a customer asks you, you will find it is 
“How much is it?” You have got seven days in a 
week to sell your goods by advertising. 


What Is a Store and Why? 


A Real Story on Advertising That You Certainly Should Read 


HAT is a store without a name? 

What is a shoe without fame? 
The store is just a store, an inert, unproduc- 
tive store surrounded by firm brick walls. Give it a 
name, and it is a living thing. Advertise it and it is a 
growing thing. Advertise it with strength and skill 

and it pays profit with right good will. 

Show a shoe and it is just a shoe—leather sewed 
together, and put in a box like a corpse. Advertise 
it and it becomes an active commodity, an article of 





merchandise that will attract the populace and pay a 
profit. 

Tom Thumb was just a midget until Barnum, 
greatest of publicity men, advertised him, and won 
international fame for him. Though one of the 
tiniest living mortals, hardly bigger than a pint of 
peas, his name was a household word wherever men 
had houses. _ 

The moving picture stars would fall from the 
heaven if it were not for the power of publicity. 
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Prohibition won because it got the most advertising. 
Millions became gum chewers through the hypnotic 
power of the printed word. Other millions became 
gum shoers with rubber heels on leather shoes through 
the persuasive power of persistent advertising. 

Likewise is it with shoes. Just show them, and 
people pass them as heedlessly as they walked by the 
wooden Indian at the cigar store doors. 

Sing their praise in type bold and right, and the 
millions buy them. Listen to the parable of the 
singer and the advertising man. Read it over a 
second time and substitute shoe for singer. And 
then obey that impulse and advertise. The parable— 


HOW THE OPERA SINGER WAS ‘“SHOWN’’ 


A Human Interest Story On Advertising in ‘*The 
Vagabond”’ by Thomas Dreier 


A grand opera star was talking with his friend, 
a special advertising writer, in a New York club. 

“‘What use are you,” said the star, playfully poking 
his friend in the ribs. “You create nothing. You 
are not a manufacturer. You do not sing. What 
excuse have you for living?”’ 

The singer was exaggerating purposely, hoping to 
get a rise out of his associate. 

“Well,” answered the advertising man, “if you want 
to learn how valuable I am to manufacturers and mer- 
chants—to fellows like yourself, for illustration, I'll 
show you.” 

“Show me?”’ queried the singer. 

“The surest thing you know. You are a great 
singer, aren’t you? You get thousands of dollars a 
night for a few songs. I'll bet that I can take you to 
a place filled with people right here in New York 
where you can sing your best songs in the best way 
you know how and you'll do well if you can get enough 
to pay your carfare.”’ 

“T'll bet you a dinner you can’t,”’ said the singer. 

“Wait a minute,’ went on the advertising man. “I 
hold that part of your success—a bigger part than you 
realize—is due to the fact that your singing is staged 
properly and advertised properly. Without the right 
kind of stage and without the right kind of adver- 
tising you have only slight advantage over the most 
ordinary of singers.” 

The singer looked doubtful. 

“Oh, I don’t expect you to believe me,” continued 
the advertising man. “You won’t believe me until I 
prove it to you. Come along and I'll do it in less than 
an hour.to your complete satisfaction.” 

The singer was taken to a court between some 
towering apartment houses. “Stand right here and 
sing,” commanded the advertising man, “and see 
what happens.” 

So, without any preliminary announcement the 
singer, whose voice was worth untold thousands, com- 
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menced to sing his best songs. Not a window was 
raised. Some curious children gathered about. Even 
the people passing by on the street did not stop to 
listen. ‘ 

“T'll apologize,”’ said the singer, “and Ill buy you 
the best dinner you can order.” 

“Now think what would have happened,”’ said the 
advertising man, “if there had been a single line in 
one of the daily papers saying you were to sing here 
today, or if I had shouted, or had hired a boy to shout, 
that you were to sing here. Do you get the idea? 

“Your songs are wonderful just as they are. But 
the country thinks they are wonderful and the people 
are willing to pay big prices to hear them because of 
the quality of those songs PLUS the advertising they 
have received for years.”’ 

“T can see that clearly enough,” said the singer. 
“If I kept on singing here for a time I’d win friends, 


but not so many as if you put up one poster here tell-: 


ing the people in this house that tomorrow at this hour 
I would sing here.” © 

This little story illustrates clearly the value of the 
right kind of advertising. 

The greatest singers need it. __ 

War Time Publicity 

The cause of the Allies had to be advertised to the 
people of America for two years before they were 
ready to back up President Wilson and give all, if by 
giving all, they might wipe out Prussian autocracy. 

It was advertising that made the Red Cross known 
everywhere as ““The Greatest Mother in the World.” 

It was advertising that gave new meaning to the 
phrase, ‘“Tell it to the Marines,” across the border. 

Would any of the great loans have been floated 
without the help of advertising? 

Would the names of the manufacturers and mer- 
chants who are as well known to you as the names of 
men who are associated with you daily, mean any- 
thing to you if it were not for advertising? 

If you want people to know what is in your mind, 
tell them. 

That seems simple enough, doesn’t it? 

But simple as it is, how many business men practice it. 

Are you telling people about your business? Are 
you telling them what they ought to know about your 
service? About your product? 

If you aren’t, how can you expect them to know? 

If you were to walk down the street and ask the 
persons you met to tell you about your business— 
about your product—how many of them could give 
you the answer you want? 

Advertising is the magic that will open the minds of 
the millions to your message and—if you want to 
make sales—open their pocketbooks to you at the 
same time. 

Like the singer in New York, let some advertising 
man prove it to you. 
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Do You Handle Hosiery ? 


If you do not, you should, especially if you handle a considerable trade in the better grades 
of footwear. It is a profitable line, occupies little space, does not tie up much capital, 
and is easily displayed. Selling hosiery enables the merchant to match shoes and cos- 


tumes, and better still, keeps him in touch with his trade. Better look into it. 
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Society Is in the Swim 





AND SO IS EVERYONE WHO CAN GET 
AWAY FROM THE DESK OR WORKROOM 


HE water is cool—the sun is hot. The result is 

an exodus toward the water, whether it be the 
urchin who hikes to the ‘“‘ Swimmin’ Hole,” or the rest 
of the family who go the coolest and quickest way to 
the lake or ocean, and both obtain the same result — 
comfort. 


Which puts one in mind of bathing shoes. We have 
them; every style, kind and grade, from the “comfy” 
ones for pa and ma, to the very classy, nifty ones for 
sister. Colors and designs to go with the latest edict in 
bathing costumes, and with fitting qualities which show 
off a pretty ankle to advantage. 


While you are buying bathing shoes, do not fail to see 


the hosiery to match. Fast colors to withstand sun 
and salt water and at reasonable prices. 


LA MODE BOOT SHOP 
UTOPIA 
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Look at them 
Carefully 


VERY pair of our Sum- 
mer footwear is a gem 
of artistic shoemaking. 

Never have the styles been 
so good as this season, and 
never have they been so well 
made. The all important 
item of fit has received par- 
ticular attention, which is but 
another way of saying com- 
fort. 


Just now we are featur- 
ing a young men’s ox- 
ford at $6.00 which is a 
gem. Can’t duplicate 
them at this price, but 
we bought them early. 
You’d do well to do likewise. 
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Arch Supporters and Accessories 


These should be handled by the shoe dealer, working in conjunction with local physicians, 
particularly in the smaller cities where there is no orthopedic specialist. 
easily mastered and brings in trade because the knowledge it gives enables one to “‘sell 


- more shoes right.”’ 


It is a subject 
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Beauty and 
Utility 

URING these days of 

high prices it is neces- 

sary to make one pur- 
chase do double duty. Right 
now there is a chance by buy- 
ing oxfords like those shown 
in illustration. They are 
handsome enough for every 
occasion, yet possess sterling 
wearing qualities. 


_They also come in differ- 
ent heels and lasts, but cll 
& intended for double duty. 
Others are frankly for 
“dress-up” affairs. 


Purchased advantageously 
they are really splendid 
values at the prices asked. 


Insert Your Store Name Here 
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Built for Wear 


CHILDREN’S SHOES FOR 
VACATION TIME 


ELL dad that we’ve 
a children’s shoe, 
built with the purpose of 
standing the hard wear 
you are going to give 
them this Summer. Ex- 


tra good soles, strongly || 


sewed and of foot-form- 
ing lasts. Look at them 
in our window today and 
see if they are’not just 
what you want. If they 
are, bring dad in and let 
us convince him, too. 


They are as easy on the pocket- 
book as they are on the feet. 























Remember 


—Cuts are sold for 

Cash only — Please - 
send check or money 

order. 
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For that 
Outing 


You'll want something in 
the shape of foot cover- 
ing which is stylish, yet 
will stand a little rough 
service. Don’t waste any 
time looking about, for 
we figured what you'd 
need, so put them in two 
weeks ago. 


Everything for sports 
—and as for s o c k s— 
oh, boy! just come in 
and see. One good 
look and you’ll always 
vote for 


‘BLANK & CO. 


28 Style Avenue Swellville 
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ALWAYS BACK UP YOUR ADS WITH YOUR cer sae 
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of the fashionable costumes. 
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Paris Styles 








The Limit in 
Style in the 
Footwear 
and 
’ Skirt 
Length 


Paris Letter, 
June 1, 1919. 


Have Stockings Served Their Day? 

















The costumes of peasant origin permil 
of footwear variety aplenty 





“In thy stylish tailor-made,” etc— with 
apologies to Whittier. 

Which means, that by the rapid process of elimi- 

nation to which women’s costume is now subjected 

it is apparently decreed that stockings shall be done 


B LESSINGS on the bare-legged maid”’ 


away with. 

The corsage, as every one knows, insofar as it forms 
part of the evening dress, no longer exists, while the 
skirt has been shortened till it figures more as a frill 
with a train than as a skirt. 

Sleeves have apparently served their day, and col- 
lars have long since proved “persona non grata.” 
Is it economy? Is it scarcity of raw or “bare” 
materials? 


No Silk Hose—Powder Instead 


If economy, the tack, insofar as stockings are con- 
cerned, is wrongly taken, for it appears that the 
stockingless limb must be powdered and rouged, so 


Snapshot at the races of a smart Parisian wearing her 


,ribbon strapped slippers on a stockingless foot 





that one consumes in cosmetics what one saves in 
silk coverings. In other words, it is a race between 
the beauty specialist and the hosiery man. 

All of the foregoing means that on a certain sunny 
day, in the Bois, a charming and attractive Parisienne 
appeared walking sedately along, in a smart tailor 
suit, with a pair of low bracelet slippers on her per- 
fectly bare feet. To the casual observer, the lady in 
question (by no means a questionable lady) seemed 
to be wearing merely the most gossamer of flesh 
colored stockings. As light stockings and sheer 
stockings are now the invariable rule for wear with 
dark colored slippers, her appearance at first elicited 
little comment. When, however, it began to dawn 
on the public that the flesh color was flesh an out of 
date shot from a mislaid “Bertha” would not have 
created more consternation. When the same lady 
appeared again at the opening of the races at Maisons 
Laffitte, similarly clad, the excitement ran high. 

However, let the hosiery men take hope, there 
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seems to be no prospect of the fashion being univer- 
sally adopted, at least not for the immediate future. 


More Style—Possibly Freakish 


As far as shoe makers are concerned, the fashion, 
in any event, has little bearing, save as regards the 








Short Skirts and High Lace Boots— 
Fancy Tops in Colors 


lining of the shoe. Of necessity, a shoe built to wear 
on the bare foot must partake of some of the char- 
acteristics of the room slipper and the lining must be 
supple and soft, and capable of supplying the pro- 
tection from friction which the stocking normally 
affords. 


Short Skirts—More Slippers 


As regards fashion in general, and shoes in particu- 
lar, it may be said that skirts are still short in Paris, 
and that shoes are low. A certain tendency towards 
an increase of the length of skirts is noted, but this 
does not in any way mean the ankle or instep length 
skirt which is worn in the States. On the contrary, 
Paris holds up her hands in horror at this thought, 
and though she tolerates a longer (or less short skirt 
rather), insists that for street costumes they shall in 
no case be less than 10 inches from the ground. 

In shoes, the colonial tie is extremely popular, and 
these are worn with very high, fancy cut tongues, 
usually rooted in a large and elaborate buckle of 
brilliants, colored stones, and cut steel. 

Slippers, both for street and evening wear, are 
elaborate. For instance, a recent model seen at the 
races, in bracelet slipper, was made of soft black glace 
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kid. The toe, which was very low cut, was studded 
in brilliants and imitation sapphire. The bracelet 
strap was similarly beaded, and in addition was orna- 
mented with a pendant pear-shaped sapphire, sus- 
pended from the center of a delicate silver chain. 


Plenty of Oxfords Worn 


Half shoes, or oxford ties without lacings, which 
are fitted over the instep by means of elastic inserts 
placed either directly at the front, replacing the lacing 
and tongue, or at either side, are also extensively 
worn. These, for the most part, are made in light 
colored suedes, such as grey, or tan. Slippers}in 
bronze and in black patent leather are conspicuous 
and are made both in intricate ribbon strapped 
styles, as well as in the well-known single strap 
model. 

Sandal effects are strongly featured for evening 
slippers, and are made in metal cloths or in brocades, 
richly embroidered with strass, or with imitation 
colored stones. 

In high shoes, the gaiter top boot leads. 

Novelties in high laced boots, showing toe with 
tongue and buckle of a colonial tie, and with the 
leather of the top entirely cut away over the instep, 
have been recently brought out, and are selling in the 
line of popular priced models. 





hs 


Light Yellow Kid Tops on a Button 
Boot for Novelty. 


High shoes, when worn, invariably have light tops. 
Black shoes are as antediluvian as Noah and the 


Ark. 
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Shoes in the Making, Nationally Recorded 


Statistics of Manufacturing as Compiled by the Bureau of Census, Together 
with Exports and Imports 


trial conditions and the failure of a number of manu- 
facturers to make reports in March explain the de- 
creases shown. 

The imports and exports of boots and shoes 
as compiled by the Bureau of Foreign and 
Domestic Commerce, are also given for the same 


Washington, D. C. 
HE results of the census of boots and shoes and 
i i manufactured leather goods, as reported to the 
Bureau of the Census for the quarters ended 
September 30, 1918, December 31, 1918, and March 
31, 1919, are given in the following table, together 








with the percentages of increase or decrease. Indus- periods. 
Unit —Quarter Ended— Per cent of increase 
of March 31, December September Dec.- Sept.- 
measure 1919 31, 1918 30, 1918 March Dec. 
Number of establishments........... 1,428 1,676 1,692 -14.8 -1.0 
Boots and shoes, total............... Pairs 55,737,903 93,506,484 87,591,408 -40.4 6.8 
Military (for Government use)....... Pairs 1,306,065 5,275,392 7,271,904 -75.2 -27.5 
Civilian: 
Men’s— ; 
ON OC Oe eee Pairs 12,344,355 20,247,852 18,935,280 -39.0 6.9 
Oxford and low............... Pairs 3,220,200 1,740,996 1,218,456 85.0 42.9 
Youths’ — : 
FE - — 1,179,492 2,788,068 2,130,564 -57.7 30.9 
Oxford and low............... Pairs 125,434 381,084 29,952 -67.1 1172.3 
Boys’ — 
SE ee Ce re: Pairs 1,911,129 3,565,620 3,002,928  -46.4 -18.7 
Oxford and low.............. Pairs 211,194 82,812 156,804 155.0 -47.2 
Women’s— : 
SEI ee Pairs 8,587,114 20,519,040 22,549,200 -58.2 -9.0 
Outees amd fow............... Pairs 13,251,571 12,076,944 8,022,984 9.7 50.5 
Misses’— 
OE EE 1,457,150 5,124,432 4,856,052 -71.6 §.5 
errr Pairs 1,611,016 2,042,808 1,026,132 -21.1 99.1 
Ee ere se 4,718,411 6,147,264 5,122,572 -23.2 20.0 
Pe 4,255,165 11,337,360 9,713,472 -62.5 16.7 
NRE ES eae Pa er Pairs 573,666 800,556 1,208,700 -28.4 -33 .8 
Athletic and sporting.......... Pairs 255,697 226,392 217,668 12.9 4.0 
sss sSiacn ts seskecatalidleat Mathes Pairs 720,488 1,042,260 1,874,256 -30.9 44.4 
RRR renee are ka Pairs 9,756 107,604 254,484 -90.9 -57.7 


(1) A minus sign (—) denotes decrease. 


BOOTS AND SHOES AND MANUFACTURED LEATHER GOODS IMPORTED AND EXPORTED 


—Quarter Ended— 
March 31, 1919 December 31, 1918 September 30, 1918 
Quantity Value Quantity Value Quantity Value 
Imported: 
Boots and shoes, pairs........... 11,135 $36,738 8,173 - $53,213 17,449 $75,020 
Exported: 
Boots, shoes and slippers, pairs... 5,071,074 15,842,178 3,296,771 8,235,161 2,535,814 6,327,059 
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The Arteries of the Nation 


The Railroads Are So Vital a Service Partner in Business That a New Brand of 
Efficiency Is Vitally Needed 


By J. STEVENS ULMAN 


FTER a short period of hesitancy, following 
A the signing of the armistice, we are now 
commencing in many lines of endeavor to 
enter a period of renewed activity—in many instances 
with hectic advances influenced to a large extent by 
demands from overseas to supply the stricken, as 
well as from the neutral nations for the bare neces- 
sities of life. This “‘first call demand” will be followed 
by a “‘second-call cry’’ for material to help harvest 
the fields and for up-to-date modern machinery to re- 
plenish the pre-war-worn, obsolete and non-com- 
petitive contrivances; this, to rehabilitate foreign 
industries and bring them up to twentieth century 
efficiency, and thus slowly, very slowly, to place 
Europe in a position to eventually pay the interest 
on its staggering debts. 
This augurs a degree of intensive operations such 
as the world has heretofore not witnessed. 


We must be a generous creditor, showing a willing- 


ness to give all possible aid, both morally as well as 
financially, in order to help the stricken and war- 
worn nations to rehabilitate themselves as quickly 
as possible. This is not alone our moral duty, but it 
is good business acumen. To desert a debtor in time 
of need, when all he requires is an extension of time 
to either realize on his assets or to get his assets into 
merchantable form, would be nothing less than short- 
sightedness. 

A nation that is blessed by the bounty of the 
Almighty, together with a nervous energy pumping 
through every artery, and coupled with Optimism, 
and having a firm grip on Opportunity, cannot but 
be a generous creditor, willing to give his brother, 
wherever he may be, a helping hand to happiness 
and well-being. 


The True American Spirit 


That’s the true American spirit, and neither Pros- 
perity nor Adversity can change the make-up of the 
people of the greatest Free Government on Earth! 

That’s the heart stimulus to aid humanity as a 
whole. In doing so we must take into consideration 
the Arteries at home that call for the quickest atten- 
tion at the present time, and it seems to me the 
aorta of our own country is its railway system. 

What is the first line of defense of a nation? Is 
it the fortifications? Is it the battleships? Is it the 
army? No—it is the railways. Unless the railways 
are in perfect co-ordination, perfect in motive power, 


- 





rolling stock, and general equipment, neither the 
fortifications nor fleet can get supplies and the army 
is not mobile and cannot be moved—industry is 
crippled and the entire nation suffers from arterial 
cirrhosis, or so to say is a state of inefficiency ap- 
proaching apoplectic paralysis. 

We have had proof positive during the past fifteen 
months that Government Control of Railways spells 
inefficiency in the most pronounced degree. While 
it may have been expedient to take over the railway 
systems as a war measure, now that the war is over 
it should be the duty of every citizen to give his best 
suggestion to our Federal representatives in Washing- 
ton as to how the railway systems can be returned to 
private ownership and operation, with a possible 
guarantee from the Government, extending for a 
period of years to help finance the railways for the 
obligations incurred by the Government during the 
war period. 


Liberty ‘of Action Needed - 


The people of this country are very weary of having 
the Government declare how our industries shall be 
conducted and they fervently desire a return to that 
liberty of action, that liberty of thought, and liberty 
of personal endeavor that permitted tireless energy 
and individual effort to upbuild these great United 
States. Furthermore, they are opposed to the loss 
of valuable time and effort in trying futile experi- 
ments, always in the end so costly to the people. I 
firmly believe we have arrived at the time where 
every patriotic American should stand up for America 
and the upbuilding of her institutions and he must 
have the courage to speak and act for what is right, 
true and just. He should advocate old-fashioned 
wholesome American doctrines, conceived by Ameri- 
cans, who believe in America first, last and all the 
time. 

As a war measure it may have been necessary for 
the Government to take control of the railways, but 
the interests of the country are not now advanced 
by figuring what has happened. They are advanced 
only by looking into the future; retrospection is the 
first sign of age and denotes hardening of the arteries. 

The railways are the great arteries of the nation. 
They penetrate every fibre of the body politic and 
economic, and are the vital purveyors of all lines of 
commercial activity. 

To return the railways to private ownership with- 
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out an adequate Government guarantee would spell 
bankruptcy for all but a few of the strongest systems. 

This country was built up and generated by in- 
dividual idealism, effort and daring, not by paternal- 
ism nor bureaucracy. Men of the type of Vanderbilt, 
Huntington, Crocker, Blair, Mitchell, Dillon and 
Harriman should be looked upon as great benefactors 
because they developed the great resources of the 
nation. Unquestionably this development would have 
languished and been very seriously retarded had each 
and every extension or daring enterprise been left 
to the discretion or judgment of legislators, who, in 
many cases, were men of questionable ability, and 
devoid of business training and experience. 


Open Up the Prosperity Era 


The widow and orphan must be protected. The . 


holdings of many estates consist entirely of railway 
securities. Are these holdings to become valueless, 
owing to inefficient Federal management? No. The 
American people rise to every emergency. It is 
always darkest before dawn. I feel convinced that 
the railways are to be returned to private control and 
onwership and are to be directed by personal initiative, 
collective constructiveness, backed up, I further 
believe, by the all-powerful credit of the Government. 

We shall then be confronted with the greatest era 
of universal prosperity that the United States has 
ever enjoyed. 

The Federal authorities will not then be compelled 
to have agencies for employment, and instead of 
having signs out: ‘““Employment Wanted for Men’’— 
the signs will read: ““Men Wanted for All Classes of 
Industries.” 

The question of unemployment is up to those in 
authority in Washington to solve, and to solve 
quickly. There is a job and a half for every able- 
bodied person who wants to work, if the Government 
doesn’t haggle and pursue dilly-dallying measures, 
and it is to the interest of all, including the repre- 
sentatives of Capital and Labor, to use their best 
efforts to see to it that the railways are returned to 
private operation forthwith, under proper Govern- 
ment financial guarantees. 


No Time for Experiments 


The Interstate Commerce Commission has been 
severely criticised as unwise and as too restrictive 
in its policies and administrations of regulations and 
rates. Many important shippers, without doubt, 
have been blind to the necessities of the railways. 
They lodged objections with the Interstate Commerce 
Commission to advances in rates when advances were 
needed. After the Government took over the railways 
the shippers were not consulted, they were simply 
forced to accept the rates proclaimed by the Govern- 
ment. This new condition has led many to believe 
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that when the Interstate Commerce Commission was 
the pooh-bah of regulation and rates the Commission 
did not see their duty and, moreover, that they did 
not perform it. The capital of the railways is $17,000,- 
000,000, while the total wealth of the country is over 
tenfold that sum. The country is certainly not pre- 
pared to sacrifice or jeopardize this vast wealth in 
the pursuit of theoretical political experiments and 
in the persistence of policies as practised by the 
Commission for so many years. The railways have 
been unnecessarily and unjustly hampered, not alone 
by the policies of the Interstate Commerce Commis- 
sion but by the various State Commissions. All this 
should be corrected, for Congress has the supreme 
authority over interstate commerce. The railways 
must be put in position to earn a just return on the 
invested capital or labor will not continue to get 
an equitable return for its efforts. 

“Let us put our shoulders to the Wheels of In- 
fluence for the good of the Nation, so that the arteries 
of Industry may pump prosperity throughout the 
land continuous and uninterrupted.” 





Southeastern Leather and Shoe 
Finders’ Association 


**Co-operative Harmony” Its Motto 


The Southeastern Leather and Shoe Finders’ 
Association, with headquarters at Birmingham, Ala., 
has for its motto: “Co-operative Harmony.” At the 
recent second annual meeting at which Jake H. 
Wilensky, chairman, presided, the following members 
of the Shoe Finders’ Trade were in attendance: 

Morris Moss, Atlanta Leather Co.; L. J. Bernd, 
Bernd & Co.; Sam Schlar, Broadway Leather House; 
Max Mayer, Birmingham Leather Co.; David T. 
Feidelson, Empire Leather Co.; Mr. Goodman, 
Goodman Hide & Leather Co.; Mr. Hennesey, Sabel 
Bros.; Jake H. Wilensky, H. Wilensky & Sons Co.; 
Jos. A. Wilensky, M. Wilensky & Sons Co.; Mr. Klein, 
Carolina Leather Co. 

After the business session there were many inter- 
esting and educational addresses made. The associa- 
tion went on record as resolving that the Southeastern 
Association opposes the prepayment of freight charges 
to customers on any quantity of rubber heels and also 
the placing on stationery by members of the South- 
eastern Association of the following: ‘Don’t buy 
from Price Cutters; Watch Your Step; If They 
Haven’t Got You Now, They’ll Get You Yet.” 

Without contest Jake H. Wilensky was re-elected 
chairman and David T. Fidelson, secretary-treasurer. 

A rising vote of thanks was extended to Chairman 
Jake for his untiring efforts in behalf of the South- 
eastern Association. The Association also went on 
record as thanking George A. Knapp, secretary of the 
National Association, for his presence at the meeting. 
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Cleveland Shoe and Leather Fraternity 
Organized 


Opening Date Depends on Arrival of W. M. Oakman 


HE shoe men of Cleveland who have been busy 
for several weeks organizing a new asso- 
ciation to be known as The Shoe and Leather 

Fraternity of Cleveland, are planning two big events 
to take place simultaneously. 

They are planning to open handsome and com- 
modious quarters in Hotel Cleveland, the city’s 
newest, largest and one of the finest hostelries in 
the Middle West. They also will celebrate the opening 
with a banquet, the date of which depends on the 
arrival of W. M. Oakman, first 
vice-president of the National 
Shoe Travelers’ Association. 

Mr. Oakman, who resides in 
Marshfield Hills, Mass., is in the 
West and working Eastward, and 
as soon as a line can be obtained 
on the date of his arrival in 
Cleveland, arrangements for open- 
ing the new club rooms and for 
holding the banquet will be made. 
Ernest Olzbach, a shoe traveler 
of this city, who served his coun- 
try in the world war, and also war 
veterans of the retail and whole- 
sale trade in this city are to be 
guests of honor. 

A patriotic touch is to be given 
the banquet by the singing of 
national airs, and the national 





Promoters of the Moyement 


Back of this movement are members of the Cleve- 
land Shoe Travelers’ Association and retail and 
wholesale merchants and their employes. C. W. 
James, president of the travelers, and E. F. Buzek, 
secretary of the same organization, have been active 
in lining up their fellow knights of the grip. Thirty- 
six men travel out of Cleveland and all are said to 
-be enthusiastic for the project. 

E. A. Clark, manager of the Stone Shoe Co., in 
this city, is in direct charge of 
preliminary work in this city, and 
he has been mighty successful in 
his campaign for members. 

Mr. Clark has sent out a great 
many letters to men in the trade, 
explaining the purposes and ob- 
ject of the fraternity, and he has 
devoted much time to personal 
work. 


The Association’s Aims 


The objects of the new asso- 
ciation are thus outlined by Mr. 
Clark: 

“The fraternity shall secure and 
provide co-operation and united 
effort in all matters and things 
relating and pertaining to the 
common interest of all those con- 


colors will adorn the dining room. E. F. BUZEK nected with the allied shoe in- 
Secretary Cleveland Shoe Travelers’ dustries, to hold meetings the 
Interesting Addresses Association greatest possible number of times, 


Mr. Oakman will deliver an 
address, and shoe men in the industry here will 
talk. It’s to be quite the biggest function the shoe 
men in this city have staged for a long time, and 
everybody’s waiting for the big night. 

The club rooms are to be open the year round, 
ahd shoe men from other cities will be welcomed. 
There they will find comfortable chairs, good reading 
and companions. ; 

A secretary will keep open house to all members 
of the fraternity and the fame of the movement has 
spread throughout Northern Ohio. Many men in 


the shoe trade in cities near Cleveland have sent in 
inquiries about the new fraternity, and applications 
for membership have been received from Ashtabula, 
Canton, Akron and Geneva. 





and these meetings will be made 
attractive, interesting and educational.” 


The Shoe and Leather Fraternity will supersede 
all other organizations of a similar nature and its 
scope will be so far-reaching that no concern or 
merchant can afford not to be enrolled as a member. 
The annual dues are $5.00 payable at once and an 
additional $5.00 in 90 days after the application is 
filed. 

Many men who have joined have pledged far more 
than the $10 annual dues as an evidence of their 
sympathy with the movement. A partial list of 
members of the fraternity was given out by Mr. 
Clark. It has been supplemented by many others. 


A portion of the list follows: 


W. F. Lyon, Cady Ivison Co.; Adams & Ford 
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When the Pot Calls the Kettle Black 
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Branch; Fred Roth, Whitney-Roth Shoe Co.; Greber 
Shoe Co., Hackman, Jr., H. H. Hackman Leather Co.; 
H. Spies, Fetzer & Spies Co. ; Cleveland Shoe Mfg. Co., 
C. K. Chisholm, E. A. Clark, A. B. De Ville, Ed 
Aymer, Halle Bros.; E. F. Buzek, secretary Cleve- 
land Shoe Travelers’ Asso.; Geo. E. Woodruff, 
Douglas Osik, E. 8. Cutter, D. W. Brill, C. W. James, 
M. E. Gensert, C. J. Worbass, W. A. Synenberg, 


Prospect Shoe Mart; Rice & Hutchins Co., Cleve- 
land; J. Schwartz, Kirkpatrick-Beers Shoe Co.; 
Jos. Oppenheimer, J. F. Auschutz, John J. Santry, Jr., 
W. H. Gillett, Proper & Wyman, C. E. Petot, M. C. 
Bane, Pocock Wolfram; H. M. Chisholm, N. J. 
McManus, Lunn & Sweet Shoe Co.; Chisholm Shoe 
Co., Stone Shoe Co., E. E. Frey, R. H. Neuman, 
F. E. Rutledge, Scholl Mfg. Co.; J. S. Edman. 


Problem of Washington Shoe Merchants 


Have Surplus of Officers’ Puttees and Practically No Market 


HE merchants of Washington are embarrassed 
_by a surplus of officers’ puttees. When the 
armistice was signed they had on hand an 
immense supply of these goods. Naturally with the 
end of the war and the gradual reduction in the 
officer personnel of the army, the demand of puttees 
has decreased until now it is almost at zero point. 
Of course there will continue to be some demand 
for puttees, but in common with all others, the shoe 


merchants a year ago believed the war would last 
until the Winter of 1919 and would probably run 
into the Spring of 1920. 

Every important factory in the country was called 
upon to furnish its quota of puttees and when the 
armistice was signed it was shown that a stock was 
on hand which apparently would never be exhausted. 
Then thousands of men were in training for com- 
missions. The needs of these had been anticipated. 
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But with the end of the war came an end to their 
training and also to their needs for military foot, 
ankle and calf wear. 


Heavy Investments 


Hundreds of thousands of dollars are tied up in 
puttees. It is hardly worth while exposing them for 
sale and it would not be good business to try to 
convert them into cash by offering them at “bargain 
prices.” Of course there will continue to be some sale 
for these leather goods, but the factories had turned 
out enormous supplies in 1918, and it appears likely 
that they will burden space in the stores for many 
months to come. 


Ask War Department’s Aid 

Some merchants have asked the War Department 
to relieve them of their stock, volunteering to take 
a loss. But the department is not inclined to do this. 
It has enormous supplies of footwear which it is trying 
to place on the market, but in such a way as not to 
disturb its equilibrium. There is danger, however, 
that in the changing styles of shoes, the War Depart- 
ment may find itself in possession of enormous stocks 
for which it will eventually find no sale. 

At the Department it was stated that there was no 
desire on anybody’s part to see the shoe men suffer 
injustice. But the situation, it can be said, is 
perplexing. 

“We are going to have some trouble in getting rid 
of our surplus shoes,” said an official of the War 
Department. “A year ago this would have been easy 
because there was a craze for everything military. 
Now, however, the people are choosing new styles. 
They appear to be getting tired of anything that looks 
military. They want to get as far away as possible 
from things which remind them of war.” 

Whether the War Department will organize a 
great auction sale at which it will dispose of its surplus 
stocks of shoes is a matter later to be determined. 
It is believed, however, that some other method of 
selling these commodities will be devised. 


. No Spectacular Method 


It can be stated positively that no attempt will be 
made to dispose of puttees by any spectacular method. 
Of course, if the plan of Julius Kahn, chairman of the 
Military Affairs Committee of the House, to provide 
for universal military training, becomes a law, all 
the officers discharged from the service will be recalled 
and more created. This will solve not alone the puttee 
problem, but will also determine what shall be done 
with the miscellaneous stock of military shoes now in 
the various storage depots of the War Department. 

But it appears unlikely that the future military 
policy of the nation will be determined during the 
extra session of Congress. 
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Death of Joseph I. Meany 


Joseph I. Meany, president of Joseph I. Meany & 
Co., Inc., who died in Philadelphia on Thursday, 
June 5, 1919, at 
the age of 61, had 
been engaged in 
the wholesaling of 
shoes continuously 
for 43 years. 

Starting in a 
one-room second- 
floor store at 504 
Market Street, 
Philadelphia, _ his 
business increased 
rapidly until he 
became a_recog- 
nized leader among 
wholesale shoe 
dealers. 

Outgrowing his 
original quarters 
he soon moved to 
426 Market Street 
and again to 523 
Market Street, from which place he was once more 
forced to seek larger quarters at the present address 
of the Company at 16-18 North Fifth Street. 

In 1884 Mr. Meany became associated with Rice & 
Hutchins, at which time Joseph I. Meany & Co., Inc., 
became the first of a chain‘of wholesale distributing 
houses, handling only the branded shoes of Rice & 
Hutchins. 

That the new business of Joseph I. Meany & Co., 
Inc., rapidly grew to very sizable proportions was due 
entirely to the untiring efforts of Mr. Meany. When 
asked as to business Mr. Meany would invariably 
an;wer “business is good, but we are anxious to do 
more.” 

Joseph I. Meany, who was the son of John J. and 
Mary F. Meany, was born in Philadelphia in 1858, 
was educated in the public schools of that city, being 
graduated from the high school at the age of 18. 

Two years later Mr. Meany married Katherine 
Gertrude Logan, and to them was born Francis I. 
Meany. 

Mr. Meany who was pasionately fond of music, had 
been a member of one church choir for more than 25 
years, and it was his proud record that he never 
missed a choir rehearsal in all that time. He was a 
business man who was looked up to by those who had 
intimate business dealings with him and many retail 
successes are a tribute to the paternal interest he dis- 
played in his customers. 

Mr. Meany leaves a widow and a son, Francis I. 
Meany, Secretary and Treasurer of Joseph I. Meany 
& Co., Ine. 





THE LATE JOSEPH I. MEANY 














BOOT AND SHOE RECORDER 


June 14, 1919 


. 


did Ade Ca me 








I NAM 
ae ae 


aL 


a 

















(MY Ml bill Hd: 








s attire 


. 


us an 1 


Wallace Reid, the Paramount Star, gives 
dea. of smartness in men 














FSS SSS SSS SSS SSS SSS SSS ESE ES 





oo Sig Ba 


Bit cs 











oo 


iy 


t 












































BOOT AND SHOE RECORDER June 14, 1919 



























OUR MILLION TWO HUNDRED THOUSAND ealf and 

pig skins; two million three hundred thousand sides 
of upper leather! Four hundred and fifty thousand sides 
of sole leather! One million five hundred thousand goat 
skins for glazed kid! That’s the-300 day record for just 
one of our “‘Quality First’’ tanneries. 





The large variety of leather tanned makes it possible to 

put each hide into the kind of leather for which it is 

best fitted, thus insuring highest quality and uniformity 
in each line difficult to obtain elsewhere. 


BRADLEY & METCALF CO. 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 
NUNN, BUSH & WELDON SHOE CO. 
OGDEN SHOE CO. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 
~ ALBERT TROSTEL & SONS CO. 


Albert H. Weinbrenner Co. 
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In purchasing merchandise today the world 

fhe is guided by “trade marks.”’ This is a mark 

' of distinction which individualizes, char- 
acterizes a product. j 


Shoes bearing the Weyenberg trade mark are 

demanded in greater volume each year. be- 

cause the House of Weyenberg has made that 

mark stand for true values in Men’s and Boys’ 
" Shoes for Service. 


CO. We make all the shoes we sell and we make more than 
any other manufacturer in the Northwest. 


Weyenberg Shoe Mfg. Company 


Milwaukee, Wisconsin 
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What Do You Tell Them? 


When your customers seem in doubt as to the value 
of the shoes you are trying to sell them, when the 
price seems high and they wonder if the shoes will 
give satisfaction, what do you tell them? The sale 
hangs in the balance and it is strictly up to you. 

No customer can help but appreciate knowing what 
material is being used in the shoe he is about to pur- 
chase. The confidence he already has in your store 
will be automatically increased if you can tell him 
that in the shoes you are selling you have taken 
every precaution to secure the best leathers. 


P& V High Grade Leathers 


Will give your shoes the highest quality authority. 


No leathers are produced under more exacting 
standards. ‘Three generations have been working 
on P & V Leathers, which are today as good as any 
leathers made and better than most leathers. Any 
P & V Leather is good leather, the leader of its class, 
and will give character and style to your shoes. 


Give your customers confidence in your shoes by 
specifying P & V Leathers in your orders. 


Pfister & Vogel Leather Company 


Milwaukee, Wisconsin 
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When you buy shoes be sure that 
your best interests are protected— 
that you get full value for your 
money in service, comfort, style 


and fit. 
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Demand Weyenberg Shoes for Service and 
look for the Weyenberg trade mark, which is 
your assurance that your judgment will be 
backed up by quality. 


Dunham Bros. Co., Brattleboro, Vt., our 
New England distributors, can furnish Weyen 
berg Shoes for Service in any quantities and 
at factory prices. 


We make all the shoes we sell and we make more 
than any other manufacturer in the Northwest. 


Weyenberg Shoe Ea, 
-Mfg. Company — MSEZESF ye 
Milwaukee, Wis. Ys $ 
€ la Noe sate 
a KG} 2%) 4 Batic 
ey ge ms 


SIPS Tae = 


Ary 


maT 
MILWAUKEE 








BOOT AND SHOE RECORDER June 14, 1919 





60 





ET cy 


poke ee ee oe mE 
Ho H Ho MB 





























: —« 
eiaianie DOT 





| 








a Ne 





F, 











The Beacon Light in the Buying : HH 
of Fall Footwear He | 


USH Terminal Sales Building offers a service for +4 . | 
Buyers of Shoes and Shoe Accessories that cannot to 
be obtained elsewhere. . tit | 
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Seventeen Shoe Manufacturers already. have joined in 
this Cooperative Movement to save time and money for 
the Shoe Buyer and are now ready to serve you. 





Every Shoe Merchant and Buyer in this country is 
interested in the success of this Cooperative Plan. Your 
support will make it a complete market. Come first to 
Merchandise Headquarters— 





Bush Terminal Sales Building 
42d Street, East of Broadway, New York 








Importan £: The individual offerings of Bush Terminal Sales Building tenants 
that are announced on succeeding pages should not escape your 
attention. They urge immediate buying action. 
ng 
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Footwear Offerings at Bush Terminal Sales Building 











Fall Shoe Lines You’ll Want to Buy 


Nowhere Else Can You Find Such a Varied Showing of Shoes and Shoe Accessories 
Under One Roof As Here Now at ‘‘Merchandise Headquarters’’ 





CHILDREN’S SHOES 


IDEAL BABY SHOE CO., Room 617. 
Baby Shoes of Quality. 
Baby Shoes of Newest Models. 
Baby Shoes of Finest Workmanship. 
Baby Shoes at Right Prices. 





We manufacture high grade McKAY SHOES; 
Infants’ Flexible; Mary Janes, 2 to 5, 5 to 8, 8% 
to 11, 11% to 2; also Nurses’ Cushion Sole Boot 
and Oxford. MILLER SHOE COMPANY, Room 617. 


MEN’S & WOMEN’S SHOES 


Pilot to safety and satisfaction. Dependable 
SHOES on display at the Bush Terminal Sales 
Building, 14th Floor. 

PILOT SHOE COMPANY, Baltimore, Maryland. 








STETSON SHOES always enjoy the reputation 
of “The Best.” A complete display of men’s fine 
shoes (featuring the — stock models) and 
tailored boots for wome 
THE STETSON SHOE CO., INC. Room 1407. 





SHOE BUCKELS 

BRONZE ARTCRAFT COMPANY, Specializing 
in Dutch Silver Bag Frames. Rustless imitation 
cut steel Shoe Buckles; Bronze, Silver and Gold Pic- 
ture Frames. Silver Plated Casseroles and Novelty 
Holloware. Bronze Book Ends, Room 1908. 





DE-LUX SHOE BUCKELS, Rhinestone. Prices 
ranging from $36 to $300 per doz. Various styles 
and sizes. Mounted in Aluminum and Platinoid. 
ROMAN JEWELRY MFG CO., Room 1921. 





SHOE BUCKLES. Complete line of low and me- 
dium priced Shoe Buckles in Rhinestone, Imitation 
Beaded and Imitation Cut Steel in different finishes. 
Nickel, Bronze and Jet. ; . 
SABIN MANUFACTURING CO., Room 1917. 





Representative Manufacturers of Shoes and Shoe Accessories 


With Displays and Salesrooms at Bush Terminal Sales Building 
42d Street, East of Broadway, New York 


FIRM FLOOR 
American Shoe Polish Co............ 15th 
manmer Bnee Cai, Goo. oo 606s occecedinc 16th 
Banister Co., dames A. ...scccccsese 15th 
Se Pk rere 16th 
Deyden Shoe Mie: Co... i... ..cccesese 15th 
Braman & Muasen Co. ..0.<.ceccosccss 15th 
ee ee ee Se re 14th 
| eae rr ere 15th 
OPT Ee 14th 
PE ig TE Be 6.6. 665s crc neecceawes 16th 


FIRM FLOOR 
are & Kokenge Co., The.......... 14th 
ee ep: 15th 
ae Ee eer 15th 
am pS ee rere 15th 
ee ee ee 14th 
Stetson Shoe Co., Inc., The............ 14th 
Temcnstne @ Ge. A. W...a. cc ccccscca 16th 
yo fe De ee 17th 
United Shoe Machinery Corp.......... 15th 
Utz & Dunn Co....... Ht a PE PF 15th 








See Preceding Page 
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| mARY JANES [IN-STOCK Mary JANES 


We can make prompt shipments on a complete line of Infants’ Mary Janes. 
Good Slippers at Popular Prices. All styles have turn soles and spring heels. 





PATENT LEATHER 


PATENT LEATHER PATENT LEATHER Turn oy Heels, 
] rs , T 5 1 ye Sol , 4 eh 

Vamp, Kid —_—- Ture ae oy pate _ 491. Sizes 3-8 Child’s. .. . $1.05 
e ; ‘i 490. Same in Dull Kid... 1.05 

496. Sizes 3-8 .......... $0.90 470. Sizes 2-5, No Heel. . $1.15 Patent Leather, Two Strap 
| 495. Sizes 3-8, All Dull Kid 471. Sizes 3-8, Spring Heel 1.30 493. Sizes 3-8 $1.05 

| 90 473. Sizes 3-8, Dull Kid 1.30 hits Memene-thies Stee 
494. Sizes 3-8, All Tan Kid 667. Sizes 2-5, No Heel. .$0.70 
-90 668. Sizes 3-8,Spring Heel .80 


‘imitate FLENRY KLEINE & CO. Stet Flyer? 


and Ventilated If you are not on 


Oxfords, ready to our mailing list, 
SHIP. CHICAGO GET ON. 
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BAREFOOT SANDAL TIME 


IS HERE— 
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Our lines range from the low priced side leather stitchdowns 
to highest grade Lotus Calf Goodyear Welts. They include all 
accepted styles in Sandals and play Oxfords. Stocks are 
complete in all grades and ready for instant shipment and the 
price is right. Tell us your requirements—we can meet them. 


LAING, HARRAR & CHAMBERLIN 43 North 3rd St., PHILADELPHIA 
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SHOWING THE ANGLE ATTACHMENT 


These sketches demonstrate the idea and the application 
of the angle attachment for shoe buckles and ornaments 
that will adjust to any angle—stand firm and stay placed. 





They are furnished only with our own line of buckles 
and ornaments. We have them in imitation beaded and 
cut steel effects and many other exclusive designs. 





Write for samples. 


’ SCHIFF JEWELRY MFG. CO 
403 BROOME ST.~~---NEW YORK CITY. 









BUCKLE 
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The steam bath, for 
softening box toes, 
has no soflening 


effect on Korxole. ATHING an innersole in live steam 


at 500° F. is a very severe test, but 
it proves beyond doubt that Korxole 
will not get soft or spongy under any 
ordinary conditions of wear. Wet 
weather, perspiration, heat, cold or 
hard service has no effect on Korxole. 
This innersoling material of cork 


Steam D oesn’t makes comfortable feet and keeps 
them dry. Specify it in some of 


Kill It yu ie 


Armstrong Cork Company 


; 132 Twenty-third St., Pittsburgh, Pa. 
Branches in the Principal Cities 





Distributors in New England for 
Korxole and Allied Products 
Armstrong Cork Products Company 


403 Shoe and Leather Building 
207 Essex Street Boston, Mass. 











+] Reg. VU. 6. Pot. Of. 


“The Flexible Cork Innersole That’s Built Into the Shoe” 
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Cut as Case! 


@ “Cut as case.” 


@A very small phrase—with a very big meaning. 


@ This little phrase has revolutionized our factory 
routine and made firm, lasting friends of our cus- 
tomers. 


@ It is the clarion call to duty for all of our organiza- 
tion to present to the customer the “approval shoe”’ 
to be cut exactly as his case lots are to run. 


@ When our customer sees our “‘cut as case” samples 
he knows he sees the guaranteed quality of the quan- 
tity goods to come. 


@“‘Cut as case” is the egg that hatched ‘The Shoes 
You Order Are the Shoes You Get.” 


P. J. Harney Shoe Company 
Factory and General Offices: 
LYNN - MASSACHUSETTS 


IN STOCK DEPARTMENT—78 Lincoln Street, Boston 
BOSTON OFFICE—183 Essex Street 


COAST DISTRIBUTORS—H. S. Bell & Company, Los Angeles 
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STYLE 458— Silk cord embroidered, in tones 
to harmonize. Leather sole and heel. All 
shades. 

STYLE 457—Same, but with patented soft 
tufted sole and spring heel. 
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Fifty Years 
o Experiénce 


back of the 
rpuaionge Cosy Toes Feltwear 


Firrv years of experience and integrity are reflected in every pair of Cosy- 
Toes. Nothing other than perfection could be expected in this quality line 
of Feltwear. Our successful experience serves as a protection to the shoe 

‘ trade and to the consumer. We guarantee the quality of our merchandise. 
We can assist you in building a reputation for dependable merchandise. Request samples and full 
details of our selling eae A factory representative will call at your request. Ask 5 Ready- 
to-Ship Catalog. 


Standard Felt Company 


FaGory and General Offices West ALHAMBRA, CALIFORNIA 
New York, 117 East Twenty-third St. Chicage, 404 South Fifth Ave. San Francisco, 417 Market St. 
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FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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TRADE 








PUMPS 


INSURE SUMMER PROSPERITY. 


BUY 


SCIENTIFIC 


for Children and 


Young Ladies 


CANVAS from our enlarged 
p00 — No Med, ; =% beecees Ses eeeeees “2 
ae tees Mak $06-t1............... ae 
e-Neea eB. «.- 222s 2:30 IN STOCK 
a DEPARTMENT 
S6—No Heel, 1 - 6.e.ee-22ee0serrees $1.60 
ae oo] ow Ft eee eee eee eee oe 


62—Drop Heel, 1144— 2......--+-+++++005 


Also in GUN METAL and TAN VICI 





300 styles of money-makers 


DR. A. POSNER, SHOES, Inc. 


OFFICE AND SALESROOMS 


MARK 138-140-142 WEST BROADWAY 


NEW YORK CITY 


Factory: 141-151 Roebling Street, Brooklyn, N. Y. 


202—Spring Heel, 3 - 
204—Spri 


644—Spring Heel, 3-8 








GENUINE ‘BUCK 


t 








|pisttentores 


Shoe Polishes 


QUALITY VARIETY 





Sold in the Market Places of the World 


The buyer plays safe when he 
orders Whittemore’s polish. 
Over half a century of shoe 
trade service could never have 
been .achieved if polishes sup- 
plied had been other than A-1. 
We have always afforded buyers 
the advantages of variety, 
quality, price and terms. You'll 
do well to “specialize” on Whit- 
temore’s. 




















All our white dress- 


most carefully to 
assure that the most 
delicate of leathers 
will retain their 
original whiteness 





BOSTONIAN CREAM—The ideal cleaner for 
! kid and calf. You'll needa 
ings are pared for brown glazed kid an aegeny 
the cordo-tan for cordovan leather. en there’s 
the white Bostonian for all colors of glazed Russia 
calf, vici or dongola kid or 
light and dark gray and any other color or shade. 


stock of the brown 
calf—also 


tent leather—also 





indefinitely. It has 
come to the atten- 
tion of the trade 
that some dressings 
sold for use in clean- 
ing white shoes tend 
to age the leather 
prematurely, giving 
to it a yellow hue 
that is not only ob- - 
jectionable but is 
impossible to get 
rid of 











Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write for complete catalogue 
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ARMORTRED 


The Best by Every Test 
Made in New England 


















HOME OF QUABAUG RUBBER CO., NO. BROOKFIELD, MASS. 
(Pronounced Kwabog) 
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H. T. MASON 
Treas. and Sales Mgr. 






T. G. RICHARDS 
Pres. and Factory Mgr. 








QUABAUG RUBBER COMPANY 


NO. BROOKFIELD, MASS. 
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Make Buyers Out Of Passersby 


To insure best results from your 
window displays, you must have the 
services of Saaluatly made and beauti- 
fully finished fixtures—fixtures that 
attract attention and make buyers out 
of passersby. 

ugh _— ns period fixtures are dis- 
tinctive. increase the value, the 
effectiveness of your displays. 

Let us send you our latest catalogs, 
showing our period designs—designs 
that have been cordially received in the 
better class of stores from coast to 
coast. 


HuGH LYONS & COMPANY 
MAKE BUYERS OUT OF PASSERSBY 


NEW YORK 





LANSING - MICHICAN 
SALES c M cr ac SALESR > 


3. STREET 











White Welt Shoes in Stock 


EARLY DELIVERY 


AA-C 
389 E—Plain Toe, White Eve Cloth Elite 
Pump, Wood Louis Heel . . . . $5.50 
Same style in Black and Brown Kid, 
desired. 


UPHAM BROS. SHOE CO. 


Stough ton , Mass. 




















DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, | 


Department 
' Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 


A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 


A list of Department Stores selling shoes, including 
the Large General Stores. 
Gives names and ——— of firms and names of Shoe 


Buyers in nearly 
Three parts bound in in flexible red leather to fit vest 
postpaid. 


pocket. About 200 pages. Price $2.00 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 


—s 
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Wonseam Shoes for Boys— 


A New Opening 


Wonseam 


PATENTED AND REGISTERED 


SHOES 


Worit Rip 


Able business men surveying the field of com- 
mercial opportunities a year ago selected boys’ 


clothing and equipment as offering fertile | 


prospects for greater expansion. 


Their decision has borne fruit in arousing wide- 
spread interest and increased advertising and 
selling in a number of branches of boys’ wear. 


Wonseam Shoes have been recognized by 
dealers as a highly profitable line worthy of 
intensive development. Because of exclusive 
patented features which give style and _ hardi- 
ness while protecting from rips and leaks as no 
other form of construction can, they have 
established themselves in the esteem of boys, 
parents, and dealers. 


Wonseam Shoes identify the dealer as one who 
handles better value merchandise. Excellent 
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footwear supplied the boy at moderate prices 
leads the remainder of the lad’s family to the 
store for their needs. 


A boy is happy with Wonseam Shoes and is 
not slow to communicate the fact to his com- 
panions. Rips never mar the appearance of his 
shoes. 

The one seam, placed at the back, and rein- 


forced by a full length leather backstay, is pro- 
tected by three rows of stitching. 


Upper and tongue are one piece—a new way of 
cutting. 


The fit is easy and comfortable; the last is the 
same specified by Government experts for army 
shoes. 


Wonseam Shoes 


furnish the stimulant for more business in boys’ 
shoes and other goods. 


Ask your jobber about Wonseam Shoes or write 
to us direct. 


W. H. GRIFFIN COMPANY 





Manchester, 


and Tongue One >> 





New Hampshire 
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Model .0140. “Here U. 
R.” Last. Gun Metal 
Vamp. Smoke buck 
top. 














C5.MA 6 COMPANY 


BROCKTON, — MASS. 


BAREFOOT 
SANDALS 


IN STOCK 








That Added | 
Value! 


In every pair of Premier 
Spats there is more value 
than expected. They’re 
made better than their 
moderate price demands— 
are perfect fitting, smart 
and up to the minute. 


In Felt and Kersey cloths 
—all heights and styles— 
colors, fawn, castor, taupe, 
pearl, brown, black and 
white. 


Get your Fall orders in 
now—samples on request. 


The Findings Jobber in 
search of quality spats at a 
moderate cost to be sold in 
large volume will find 
Premier spats the most 
satisfactory in every way. 





READY TO SHIP 


Black-Tan-Smoked Horse 


Send for our latest flyer on 
Summer Footwear 


HENRY KLEINE & CO. 
CHICAGO 


Premier Gaiter Co., Inc. 
129 Grand Ave. Brooklyn, N. Y 





Premier Gaiters are guaranteed the best 
fitting and best made at the price. 


Sa ee a ee ee TTT ea ele en ea eae TTT Pao 
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5c 'Se52 
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Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 






REG. U.S. PAT. OFF 






Upper leathers in Calf, Veals and 


Sides —Black and Colors—Smooth 
and Boarded. Used extensively on 






account of mellow feel, fine break and 









good cutting qualities. 





—BRANCHES— 


Boston Cincinnati _ Milwaukee 
New York Chicago San Francisco 
Northampton, Eng. 
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i The First 
Stock Keds RealSummer Days! 
FULLY T only takes two or three for the trout- 


B brook, the mountains, the seashore, 
e sure you woods and the thousand other delights 
have ENOUGH _ of summer to climb on to the office desk and 
switch thought to vacation-land and—Keds. 

Shortly after, the whole family journeys 
to the Keds store and you should be able to 
show them a full line of styles, a price range 
of interest, and, pleasing them in both these 
particulars, be able to fit them perfectly 
with the correct Keds size. 

So, for that reason, we suggest earnestly 
that you give real thought as to whether you 
have fully enough prepared yourself. Of 
course you are “prepared” in a way, but are 
you prepared sufficiently for a line so popu- 
lar and so active as Keds? 

Doubts now may mean lost sales—later. 














Large and Well Assorted Stocks Carried by the Prin- 
cipal Wholesalers and Rubber Stores Everywhere 


United States Rubber Company 


New York 
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The heated term in the first part of 
June is no time to sell rubber footwear 
at retail, and to a certain extent the same 
is true regarding wholesale sales. But 
with the buyers expected here during the 
last week in this month and the first 
half of July, some additional business is 
expected, although the buyers are com- 
ing, not to see or order rubber footwear, 
but to place orders for leather goods. 
Incidentally, however, they will be given 
a chance, or several chances, to order 
rubbers, if they desire to do so. There is 
no doubt that the great majority of the 
trade have ordered all the rubber foot- 
wear they intend to, on standard, regu- 
lar goods, and what. now is expected 
in addition is the supplementary busi- 
ness, mainly specialties to fit over the 
new leather shoes they will carry for 
Fall and Winter. Many women’s 
styles are running to longer, narrower 
toes, and high heels, and the rubber 
manufacturers, with their customary 
enterprise, are ready for the demand, 
though few of them have made any 
large amounts of floor goods in antici- 
pation of the call. However, salesmen 
for all the rubber manufacturers will be 
in Boston during the period mentioned, 
and will give visiting buyers opportuni- 
ties to examine lines and make further 
purchases. 


TENNIS LINES 


Trade Lively in Jobbing and Retail 
Stores 


In tennis lines a lively retail business 
is doing, and from now on the retail 
demand will be excellent. The call is 
noted for everything in this line from the 
common “sneaker” to the elaborate 
welted lines now manufactured in rub- 
ber factories. Several companies are 
now showing samples of duck upper, 
fiber soled shoes for workmen, and as 
these give excellent service and cost less 
than leather shoes, the demand for 
them is increasing. The call, however, 
is uneven, and indications are that these 
shoes are less likely to sell themselves 
than are leather shoes, but that they 

. need pushing by the retail. merchant 
and his salesmen. 









The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


EAT EIT MMM TMM 


CRUDE RUBBER 
A Quiet and Uninteresting Week 


Arrivals of large amounts of planta- 
tions, and only a moderate demand from 
manufacturers have tended to still 
further depress the crude rubber mar- 
ket. Most of the trading has been be- 
tween dealers, some of whom are buying 
at present spot quotations to cover 
contracts made a month or two ago for 
future deliveries at considerably higher 
prices. While this has led to a moderate 
amount of business, it has had no effect 
in strengthening the market. The diffi- 
culty of getting quick cable service is 
discouraging to the trade. Cables 
which should be answered within twen- 
ty-four hours at the most have taken 
ten days or more, with a resulting loss 
to American houses. The large com- 
panies which now own Eastern planta- 
tions are each month buying less and 
less in this market, while some other 
large consumers now have buyers at 
Singapore, which further restricts spot 
business here. However, there is little 
doubt that all rubber now in dealers’ 
hands here will be needed, though pos- 
sibly prices may be but little higher or 
lower, because of the steady produc- 
tion. Factors which may tend to ad- 
vance prices will be the larger demands 
of Europe as soon as settled peace is 
assured. 

Para grades are quiet, with no change 
in quotations, except upriver coarse, 
which has advanced Yc to Ic, while 


upper Caucho ball is slightly. lower. 
We quote spot prices: 
Upriver fine para............. $0.56% 
I so hii. i05 5 00s ete 47 to .47% 
WpeIver CORTEB...... occ 34 to .35 
Islands’ coarse.............214% to.22 
Caucho ball upper........ 341% to .35 
Caucho ball lower............ none 
NI 5. 5-0. No arai aber G axero taal 21% 
First latex pale crepe...... 43 to .434% 
Smoked sheets............ 42% to.43 
j ee ae as 38 to .39 
Centrals and Mexicans....... 35 to .39 
Guayule (20 per cent moisture) . .30 
Guayule washed and dried..... .40 
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SCRAP RUBBER 
Continuance of Lack of Demand 


The scrap rubber market is still in 
an unsatisfactory condition. In spite of 
the fact that last Winter was so open 
that fewer rubber boots and shoes were 
bought and worn out, indications are 
that stocks are large, because collectors 
have been hoarding and holding for 
higher prices. Dealers have large stocks 
on hand, mainly because reclaimers 
have been buying only as needed, while 
they in turn find demand for their 
product small because of the steadily 
declining prices of crude rubber. How 
long this state of the market is likely to 
continue is difficult to forecast though 
there are reports that some reclaimers 
are calling for deliveries, where, before, 
they have requested delay. Quotations 
are about the same on boots and shoes, 
but for arctics they range about 25c 
higher in all markets. Prices given 
below, which are to a certain extent 
nominal, are those collectors receive. 

Scrap boots and shoes: $7.10 to $7.20 
in Boston; $7.00 to $7.10 in New York; 
$6.95 to $7.05 in Philadelphia, and 
$6.85 to $7.00 in Chicago. 

Trimmed arctics: $5.00 to $5.25 in 
Boston; $4.75 to $5.25 in other mar- 
kets. 

Untrimmed arctics: $4.25 to $4.50 in 
Boston; $4.00 to $4.50 in other markets. 


The Rubber Association Outing 


As announced on this page last week, 
the Annual Outing of the Rubber Asso- 
ciation of America, Inc., will be held at 
the magnificent clubhouse and grounds 
of the Seaview Golf Club at Absecom, 
N. J., Tuesday, June 24. An interesting 
program has been provided, including 
golf, tennis, trap-shooting and baseball, 
and, of course, the usual collation at 
noon and dinner at the close of the day. 
Full particulars, including tickets, can 
be obtained of the Secretary, H. S. 
Vorhis, 52 Vanderbilt Avenue, New 
York City. 

It is expected that a large delegation 
of New England members will plan to 
go by special car from Boston. 
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No. 2200 


Brown kangaroo bal; London last. 
A to D. 6-12. 


THENORMANSHOE 









METROPOLITAN ey STYLES FOR MEN 


See the Norman line of Men’s Fine 
Welts. Shoes of high quality, good 
fit and correct style—in a large selec- 
tion of leathers and popular lasts. 


MADE BY 


Noyes-NORMAN SHOE Co. 


St. Josepu, Mo. 


Branch Office 


306 LEES BUILDING - CHICAGO 
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| BUTTON AND LACE—IN STOCK 


5 to 8 
Gun Metal $2.00 
Tan Lotus $2.10 
Brown $2.10 
Smoke $2.10 
81% to 11 
Gun Metal $2.40 
Tan Lotus $2.50 
Brown $2.50 
Smoke $2.50 
Shoes for 


Little Folks 


That give the most in 


wearing value. 
Form Lasts—S 
Tread—No 





Foot 
mooth 


Nails—N o 


Tacks—Oak Bend Qual- 


ity Outsoles. 


Order a Sample Pair or a Sample Dozen 
Net 30 Days, 2 per cent 10 days 


that has made good.’’ 


TRUITT BROS., Ine. 


Binghamton 


New York 


Hope You'll Be There 





! The ae oe Fat” Line 


CHICAGO 


Room 305 


Novelties Galore 


if SINBAC 
| Sinsheimer Bro. & Co. 
211-13-15 W. Monroe St. 














Chicago National 
Shoe E:xposition 


of Young Folks’ Footwear 
on exhibition Morrison Hotel 


Turns~Welts~McKays In Stock 


CHICAGO 
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Welt a \Y 
for Women \y~ 
WELCH, MOSS @ FEEHAN CO. 


HAVERHILL, MASS. 
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= $3. 50 = 


Better Order Now 
to Get This Price 


Boys’ Brown Mahogany 
Bal, Goodyear Welt 













Same in Gun 


Metal, $3.25 
IN STOCK 


L. B. SCHINDLER SHOE CO., INC. 
99 DUANE STREET NEW YORK, N. Y. 
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ESTABLISHED 1884 


ac in 
Wood Heels 


Our experience and time at your service 
BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 
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its superiority is so 
generally recognized 
that our market is be- 
ing constantly a. 
Customers are 
most Terminating odes of of 
leather values. Useful wher- 
ever kid can be used. 
’ Expert attention te 
il OD ul 
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, Bancroft Walker Company _ 


‘Famous fer CLEAN shoes 
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CORDO TAN DYE 


A t dye that changes a faded tan or 't colored leather, 
all ld too dom. clk cosdoven Es the popular shade 
~ oy 


CORDO TAN is the result of exhaustive oo and 
and is guaranteed to do all we claim for it. 
Send for trial 50c package with 10c added for parcel post— NOW 


Pints $0.75 Pints $1.50 

wedding 
ARISTO PRODUCTS 

602 Myrtle Ave. 


ae oc o« « -SEWvenn 3 


We have taken over the business of the New York Shoe Dyeing Co. 
ARISTO BLACK DYE will dye any leather a permanent jet 

















me Our Motto— 
Children’s Shoes of 


Quality 


In-Stock 
Welt Scuffers 


5-8 8}-ll. 


Patent or 
Gan Metal 








Prices on request 
Kalt-Zimmers Mfg. Co. 
MILWAUKEE, WIS. 
FUCOGHOOROUSOOOEOEOSEUOUGEOONOUEONCOEOEOONORGONS. 
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No. 110 


12, 18 and 24 inches high. Each $4.00 


Wood Shoe Fixtures 
For Artistic Displays 


These Colonial fixtures will give to your windows 
that compelling dignity that attracts desirable 
trade. The designs shown here are a few typical 
examples of the hundreds of distinctive fixtures that 
comprise our complete line. Used by the country’s 
best shoe stores with splendid results. 


Write for Catalog 


Shows many shoe window trimming suggestions. 
Shoe fixtures of all periods—finished in mahogany, 
walnut, ivory or any other styles to match wood- 
work or background. This book should be in the 
hands of all window trimmers and shoe merchants. 
Send today. 





PLATEAU 
No. 335 


12x18 top, 10incheshigh. Each $12.00 


THE DECORATORS SUPPLY CO. 
2547 Archer Avenue, 
CHICAGO. 
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Why Worry About 
World Conditions 


HEY will not affect 

your sales. The 
chief point in any busi- 
ness is—quality. It is 
quality that advertises 
itself; gains good-will; 
creates a'demand; in- 
creases turn-over and 
builds up the business. 














The great demand for 


Gordon 


HOSIERY 


is based on that chief 
selling point — quality. 
Gordon Hosiery quality 
includes perfection in 
hosiery service, large 
variety of fabrics and 
prices for men, women, 
boys, girls and babies. 


ebrown Durn oll (0 


Boston 


















' New York 
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Your shoes will 


not be returned for defective 


counters if they are cut from West Virginia Fibre Board. 
The most carefully made and most uniform board for 


counter purposes. 


West Virginia Pulp & Paper Co. 
Pulp Products Dept. 


200 Fifth Avenue 
New York 





732 Sherman Street 
Chicago; Ill. 








es 
Note protection 


lea. between feet and 
ground. Never Rip 
Seams toshed water. 


I TT 
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STAUNCH AS A BOOT 
FLEXIBLE AS A MOCCASIN 


Here—Mr. Dealer is the boot your true sportsman wants—so light 
and pliable that you can tramp all day in it without getting footsore, 
yet built to give years of gruelling service 


Russell's “Ike 
Walton”: 


Made from chocolate chrome, the finest of 
waterproofed cowhides, with flexible, long- 
wearing Maple Fas Soles 
Advertised 
pers—for the dealers’ 7a 

Write for Dealers’ Prices and Catalog S 


W. C. Russell Moccasin Co. 


Berlin, Wisconsin 
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® P erfection 








THE ADVANTAGES OF 
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i) 


Circlettes 


With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors They do protect 


They don’t wear slippery They do stop uneven wear 
They don’t drop out The do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 22, 
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HE Florsheim Bootery, of Grand 
Rapids, Mich., has had fewer com- 
plaints on shoes bottomed with Nedlin 
Soles than upon shoes fitted with the aver- 


age leather. 


This firm has increased its Nedlin-soled 
shoe sales by featuring NeGlin-soled shoes 


in window displays. 


The harder the wear a 
shoe receives, the better 
that shoe is for a Ne@lin 
Sole. That’s why Nedlin 
Soles are preferred for 
service shoes—men’s busi- 
ness shoes, women’s 
walking shoes, boys’ shoes, 
and shoes for growing girls 
and the smalle: children. 















































It’s a wise clerk that ac- 
quaints his customers with 
the extra wear, the added 
comfort and the dry feet 
they will enjoy by purchas- 
ing shoes bottomed with 
durable, flexible, water- 
proof Nedlin Soles. For 
these are convincing argu- 
ments that make quick 
sales. 


Neolin Soles 


Trade Mark Reg. U. S. Pat. Off. 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 


Akron, 


Ohio, makers of Wingfoot Heels—heels so good 


that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather.. 
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Why 
“DE LUXE?” 
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DE LUXE 


(Invisible Buckle) 
Patent Pending 





A trade name is a most valuable 
asset if the merchandise behind 
that name is worthy and de- 
pendable. 


The name De Luxe means a 
very great deal when applied to 
spats. Many shoe merchants 
know this. We want ail dealers 
to realize it. 


The demand for De Luxe spats 
is constantly growing, GROW- 
ING, GROWING. They are 
absolutely the highest quality 
spats made, assure you an active 
profitable business, satisfy cus- 
tomers and a wonderful ratio of 
repeat sales. 


T 
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: DE LUXE : 
= (Invisible Buckle) 
= Patent Pending > 
STITT a 
Buy De Luxe Spats for 
Quality, Fit, Style 
and Appearance 
Place your Fall orders now, 
samples if desired. 
A 2 » y I 
merican Gaiter Co., "=. —£ 
THE PREMIER MANUFACTURERS OF 
_HIGH GRADE SPATS 
FACTORY NEW YORKOFFICE 
129-133 Grand Avenue Room 602-604 
BROOKLYN, N. Y. MARBRIDGE BLDG. 
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A CORDUROY 
Novelty 
This slipper is at once pretty, popu-' 


lar and durable. 


Has a fibre sole and pompom and is 
a snappy all-round house slipper that 
is a splendid seller. 


In pink, blue, copen, rose and laven- 
der. Sizes 3 to 8. 


Price $12.00 Dozen 
K. M. STONE IMPORTING COMPANY 


Originators of Oriental and D 


12 East 22nd Street - . 


















New York 


J 





REST THE NERVES 


TH 


PATENTED SHOCK ABSORBER! 
NAIL-LESS HEEL SEAT! 
NERVE-RESTING BOTTOM! 


} aa exclu- 
WONE CENUINE sive features, 
UNLESS ST; } STAMPED which built up 
wonderful _sell- 
ing records for 
our Dr. Som- 
mer’s New 
Dawn Shoe for 
Men, are now 
embodied in 
this New Dawn 
Shoe for girls. 

The most de- 
sirable shoe for 
the merchant to 
sell, and_ the 
most comforta- 
ble for the cus- 
tomer to wear. 
Fall orders now 
being received 
for this shoe on 
two popular 
lasts—modified 
English last and 









No. 974—Select 
gualit Mahog- 
any Calf upper, 
full chrome tannage, Cus- 
tom twill lining, outside 
Custom back stay, Modi- 
fied English last, Triple 
wear oak leather outsole. 


MANUFACTURED EXCLUSIVELY BY 


Maiathon Shoe Co; 


WAUSAU WISCONSIN 


ig $3.50 per 


(Send for cata- 
log of our in- 
stock line of 
childre n’s 
shoes.) 
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N November 22, 1918, we issued 
a trade letter prophesying con- 
stantly advancing prices and 

ereat scarcity of all lines of— 


“Onyx” 





Reg VS.Pat. orice 


Every word of this forecast has been 
fully vindicated. 


Buyers were warned to cover all needed wants or 
take the risk of paying swift advances in prices. 


The conditions are worse today— buyers are 
waking up to facts at last as our enormous 
advance business testifies. 





Emery @ Beers Company Ine. 


Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 


NEW YORK 
' Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street | | The Lytton Building 








$1 
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Sesedesanerstonnsessescennesssenenenanetase’| 
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Bass sHogs | | ‘SURE FIT 
FOR HARD SERVICE SPATS 
; have become the most 
ONE OF THE POPULAR SUM- & = Popular of all Overgaiters 
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MER MOCCASIN STYLES 
FROM THE BASS LINE 
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Stock No. 841 
The five-inch height keeps out dirt and protects 
the ankles without excessive weight—an ad- 
mirable light weight hiking shoe. 
Stock No. 841 
Chocolate Elk Rangeley Moccasin, 
5-inch Duflex fibre sole, half-inch 
spring heel. 
Stock No. 811 
Smoked Elk Rangeley Moccasin, 
5-inch, double elk sole, low heel. 
Stock, 6 to 12 D, E, to order, 6 to 12 
A to FF. 
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A FARM SHOE 
THAT WILL 
WEAR 


——— = ee a 





Ooo oOo ee ie ic 


——— = = = os 


I-39 c 


Stock No. 461 


Tan Waterproof Grain Blucher, made on Mun- 


son Last. Tip; half-bellows tongue; cloth 
lined; three soles, fair stitched, standard screw 


process. Sizes, 5 to 12 E; to order, 5 to 12 EE. 


OOO ee ee ee 


Catalog and Price List on Request. 


G. H. BASS & CO. 
SHOEMAKERS 
WILTON MAINE 
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They are pleasing to the 
eye and sell readily because 
of their neat, trim appear- 
ance. 

This style embodies ten 
years of effort in designing and manufacturing 
Overgaiters and is the finest Gaiter we have. 
produced. It has an invisible buckle, and is 
Sure to Fit. 


GOODWEAR OVERGAITERS 


For Men and Women 





Made of Felt and Broadcloth in all popular 
colors—10 and 12 buttons. 
IMMEDIATE DELIVERIES 


Established 1908—Manufacturers of Over- 
gaiters—Leggings—Children’s Shoes and Bath- 
ing Shoes. 


GOODWEAR LEATHER MFG. CO., Inc. 
65 West Houston St. New York City 














Mayer Honorbilt Shoes practically eliminate 
the ‘‘come-back”’ evil. 





This is because Honorbilt quality not only sat- 
isfies for style, fit and comfort but gives your 
customer a big value in long wearing service. 


F. Mayer Boot & Shoe Co. 
Milwaukee, Wis. 
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Attractive Shoes 
for Men 


LUNDIN Shoes are not only 
attractive to tne eye; they 
are shoes of super-comfort 
and satisfactory wearing 
qualities. They are Good- 
year Dress Welts, made from 
selected materials, by su- 
perior workmen, after our 


own original designs. 


LUNDIN Shoes are winning 
a steadily widening patron- 


age, because they deserve it. 


The LUNDIN shoe is 
rightallthrough 


LUND-MAULDIN Co. 


MANUFACTURERS 
St. Louis, U. S. A. 


PTT LILLE 
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World Domination In 
Shoe Trade Publicity 
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PREDOMINATE 


The BOOT AND SHOE RECORDER has the largest and highest 
grade retail shoe store circulation in the United States. 

The EDICION LATINO-AMERICANA of the BOOT AND SHOE 
RECORDER (printed in Spanish) has the largest and most complete 
shoe trade circulation in Central and South America. 

The EXPORT RECORDER (printed in English and French) has the 
largest and most complete shoe trade circulation in all other coufitries 
in the world. Our books are wide open! 


BOOT AND SHOE RECORDER PUBLISHING COMPANY 
207 SOUTH STREET - - BOSTON, MASS., U. S. A. 


DOMESTIC OFFICES 

























BROCKTON: 224 Moraine St., 
Geo. W. R. Hill, Manager. Tele- 


NEW YORK: Room 102, Graham 
a 127 Duane .* H. Walter pg Bldg., B. C. Bowen, Man- 


CINCINNATI: 501 First National 









phone 507. 959 Telephone Main 655. 
Worth. ROCHESTER: 609 Powers Bldg. 
CHICAGO: 189 West Madison St. PHILADELPHIA: 929 Chestnut Rossiter Seward, Western 


Telephone Main ‘1089. B. C. 
Bowen, Manager. 


ST. LOUIS: 1627 Locust St. B. C. 
Bowen, Manager. Manager. 


HAVERHILL: 
merce Rooms, 


FOREIGN OFFICES 


FRANCE: 2 Rue des Italiens, Paris. Miss Laura Hub- 
bard, Manager. 

GREAT BRITAIN: John C. Curtis, Manager. Mansion 
House Chambers, London, E. C. 

Aecmasen: Cromwell Building, Melbourne. Wm. H. 

ARGENTINE: Gerente, < M. Elizondo, Calle Bal- 





St. H. Walter Scott, Manager. 


Bank Bldg. Geo. W. R. Hill, MILWAUKEE: B. C. Bowen, 








New York Representative. Tele- 
phone Stone 6314. 
LYNN: Fred A. Gannon. 





Chamber of Com- 
on a National 








Manager. 






ome: Jj. A. Cucurull, Casilla No. 3028, Santiago de 

CUBA: Cem. S. Vidal y Vidal, P. O. Box 148, San- 

= AfR Gerente, Leoncio de Miguel, Librero-Editor, 
Fuencarral, Madrid. 

MEXICO: Gerente, Jose Elizondo, 4a Del Cipres 117, 

JAPAN: "Yokohama, J. F. Wagen, Manager. 
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Tree ROCHESTER 
Shoe Style Show 


ROCHESTER. N.Y. 














ROCHESTER. N.Y. 








Shoe Style Show 
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The ROCHESTER 





ROCHESTER. N.Y. 
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ROCHESTER 
Shoe Style Show 


SEVENTH SEMI-ANNUAL 
EXHIBITION AND FASHION REVIEW 
OF SHOES, LEATHER, LASTS 
AND MATERIALS 


Held under the auspices of the Rochester 
Association of Traveling Shoe Salesmen 


POWERS HOTEL 


July 7-12 1919 


The advantages of this display will be 
reflected in the conversation and on the 
pleased expression of every shoe dealer who 
is fortunate enough to be able to attend. 


Don’t be the one to miss these very 
necessary advantages, so helpful in your 
buying and profitable merchandising. No 
dealer can know too much about his own 
business. 

The Style Show will consist of about 70 
exhibits, occupying the entire 5th and 6th 
floors, and represents the best products in 
the world. 

The first annual convention of the New 
York State Shoe Retailers’ Association will 
be held in the same hotel the first three 
days of our Style Show. 


WIRE RESERVATIONS TO STYLE SHOW 
COMMITTEE, CARE POWERS HOTEL 


Rochester Bids You Welcome! 












The ROCHESTER 
Shoe Style Show 


ROCHESTER. N.Y. 





Tre ROCHESTER 









Tee ROCHESTER 
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Tre ROCHESTER 
Shoe Style Show 
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_U.S. TRENCH AND ARMY SHOES 


IN-STOCK FOR 
AT-ONCE DELIVERY 


Write or Wire Your 
Order To-day 


Genuine Trench. Boot 
HOB NAILS 





Sizes 5-11, A and B Wide, 


Price $3.25 


Sizes 5-11, C, D, E and EE Wide, 


Price $4.00 


In dozen lots or larger quantities. 


1-2 SIZES 








COX’S ARMY BLUCHER 


IDEAL WORK SHOE 


No hob nails and with lighter sole than 
the trench boot. 


D, E and EE widths, mixed, all sizes, 


6-11 (14 sizes). Dozen lots or larger 
quantities at 
Ss$3.00 


Write for sample orders or sample pairs to 


COX WORK SHOE 





A. F. COX & SON 


154 MIDDLE ST. 
PORTLAND, MAINE 


526 ATLANTIC AVE. 
BOSTON, MASS. 
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News in Shoe Markets 


and Merchandising, 
in America’s Shoe Centers 
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Develop~ 


New York City 


A REMARKABLE BUSINESS 
Among the Shoe Merchants 


New York retail merchants continue 
to do a remarkable business as the Sum- 
mer season progresses. In women’s 
shoes the demand is centered mainly 
on white pumps and oxfords. Few of 
the stores are showing high shoes in 
white and the demand for them is 
said to be negligible. 

Lord & Taylor and the Queen Quality 
Shoe Shop on 34th Street are conduct- 
ing successful sales of white shoes. The 
latter store displayed a full window 
of every kind of white shoes in stock a 
few days ago. 

Among the Fifth Avenue stores the 
sales of white kid pumps with fancy 
buckles are said to have been large in 
the last week or two. The department 
stores have stimulated the sale of these 
by the judicious display of kid pumps 
with Summer millinery and thin white 
dresses. Bonwit-Teller & Company 
recently showed a window effectively 
combining millinery, shoes and dresses 
in small single units. 

Brown suede is said to be increasing 
in demand, particularly in tongued 
pumps with bronze buckles. Hanan’s 
is displaying these in all windows, 
interspersed with white shoes and 
black patent leather tongued pumps. 


FOREIGN CREDIT RISK 
INSURANCE 


Formation of Corporation Under- 
taken 


The formation of a corporation to 
undertake the insurance of credit risks 
connected with foreign business ‘was 
discussed at a meeting at the Hotel 
Astor on June 6, called by the Tanners’ 
Council. Sixteen organizations, in- 
cluding the Tanners’ Council, the 
National Boot and Shoe Manufacturers’ 
Association and trade bodies in other 
lines were represented. It was decided 
to submit the plans discussed to the 


individual organizations for action. 
Fred A. Vogel, chairman of the Tanners’ 
Council, presided. F. R. Briggs and 
Sol Wile were the delegates from the 
shoe manufacturers’ association. 


SHOE STYLE SHOW 
Models to Wear Size 54 A 


C. T. Hoskins, secretary of the Bush 
Terminal Sales Building, and Arthur 
I. Benedict are working in co-opera- 
tion with John Slater of J. &. J. Slater, 
president of the New York Shoe Re- 
tailers’ Association, on plans for the 
style show which will be held in the 
Bush Terminal Sales Building audi- 
torium on the evenings of July 17 and 
18. Mr. Hoskins and Mr. Benedict 
are daily engaged in the pleasant task 
of selecting living models who will 
display the shoes. Only women models 
who can wear size 5 A are being select- 
ed. From the liberal response to an 
advertisement for models, this size 
is the most popular one in New York 
City, said Mr. Hoskins. 


- The shoe manufacturers who main- 
tain show rooms in the Bush Building 
are supplying the shoes for the show, 
which will be conducted along the lines 
of the successful exhibit held in the same 
place in February. A large attendance 
is anticipated as New York will be 
filled with manufacturers and retail 
merchants who visit the market in 
July for the buying season. 

A program comprising addresses by 
prominent shoe men and others, as 
well as moving pictures and music, 
is being arranged. 


A SOUTH AMERICAN TRIP 


To Be Made by Hugh M. 
Greenwood 


Hugh M. Greenwood, formerly assist- 
ant manager of the Pfister & Vogel 
Leather Company’s New York office, 
is now connected with the export de- 
partment of W. R. Grace & Co. Mr. 
Greenwood will shortly visit South 
America taking with him a complete 
line of leather. 


Philadelphia 


SATISFACTORY PACE 
Maintained in Retail Business 


Retail business is still maintaining 
its very satisfactory pace in this city, 
with the result that the principal prob- 
lem of the retail merchant is that of 
filling in his stock fast enough. 

If anything the past week has seen 
an increasing scarcity of shoes in stock, 
with white slippers, shoes and all sorts 
of outing footwear selling heavily. Hot 
weather apparently has increased rather 
than diminished trade. 

Children’s lines, too, are in especially 
good demand right now, notwithstand- 
ing the relatively greater increases in 
price which manufacturing conditions 
have forced; and the merchant is kept 


busy explaining to the customer that 
while it is true there is less leather in 
children’s and babies’ footwear, labor 
costs, which also are high, form a much 
greater proportion of the whole ex- 
pense than in men’s and women’s lines. 


LEATHER PRICES 
Are Again Soaring 


With an increasing demand for leather 
prices again have been rising, and manu- 
facturers are reporting rather more 
difficulty than previously in getting 
just what they want. They report, too, 
that this situation is not confined to the 
Philadelphia market alone. © 
* Out-of-town buyers, too, have been 
exceptionally active in the Philadel- 



















The Line of 100 Perice 
of Comfort Shoes 
Juliets — Oxfords — Bals 
—P eg gy 
— Three Points — 
Gored Front Oxfords — 

















TIMSON BROS., Inc. 
Boston, Mass. 











































P. J. Harney Shoe Co. 






Factory, Lynn, Mass. 
OMEN’S Boston Office 
ELTS 183 Essex Street 




















Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 























The House of Service 
Novelty Footwear 


IN STQCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 























In Stock—Swagger Pump 
In A, B, C and D widths 

White Buck, Dull Kid, Gun 
Metal and Patent Leather 
sored $4.75 
EIGNER SHOE CO. 

173 Summer St. 
Boston, Mass. 



























1508 WASHINGTON AVE. 
8t. Lours.Ma 






Novelties in Stock 
for At Once Shipment 



























li6 Duane _ New Yorn. ” 
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phia leather markets during the past 
week, and shoe manufacturers are 
rather freely predicting necessity for 
further advances in finished goods. 
Among the buyers in the Philadelphia 
leather market during the week were: 


BUYERS OF LEATHER 
Are in Local Market 


P. A. Henry of Cincinnati; M. West- 
rack of Bert E. Drake, Brooklyn; L. 
Gerber of Millson & Gerber of Haverhill; 
W. S. Albright of H. S. Albright & Co., 
Orwigsburg, Pa.; Thomas Shinn of 
the Curtis & Jones Company of Read- 
ing; E. Hollingsworth of the firm of A. 
Hollingsworth of Leicester, England; 
George Metzger of Utz & Dunn, 
Rochester; Thomas Dupuy of the Ex- 
celsior Shoe Company, Portsmouth, O.; 
G. Kreider of the Kreider Shoe Com- 
pany of Lebanon, Pa.; and A. C. Chris- 
topher of the Krohn, Fechheimer Com- 
pany, Cincinnati. 


JOSEPH I. MEANY’S DEATH 
Great Shock to Trade 


The recent death of Joseph I. Meany, 
head of the Philadelphia wholesale firm 
which bears his name, came as a shock 
to the trade throughout the East, and 
particularly in this city, where Mr. 
Meany was regarded as a veteran, 
but a very active veteran, of the shoe 
business. Mr. Meany was about 61 
years old. His death was quite sudden, 
the result of double pneumonia. 


NEW YORK STYLE SHOW 
Watched with Close Interest 


Philadelphia merchants are watch- 
ing with close interest the preparations 
for the style show which the New York 
retail trade expects to stage in the Bush 
Terminal Sales Building in New York 
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on July 17 and 18, and already there 
has been some talk of instituting a 
similar movement in this city, next 
year at least. 

Whether this suggestion will crystal- 
lize into areal movement or not remains 
to be seen. Objectors to it point out 
that in the retail trade of this city there 
is a larger proportion of small than 
large stores and that for this reason it 
would be considerably more difficult 
to raise the necessary funds for such 
an enterprise. On the other hand, 
however, the argument is advanced 
that there is nobody who can get more 
real value out of such a crystallization 
of style ideas than the smaller merchant. 
who is of necessity restricted in the 
volume of stock that he may carry, 
and is therefore particularly interested 
in concentrating the funds he has in 
stock which will find a quick sale. 

No matter what the outcome of this 
suggestion is, however, there is certain 
to be a representative number of the 
Philadelphia men in attendance at the 
New York show. 


NEW MEMBERS FOR N. S. R. A. 
Boston to Have Big Attendance 


Secretary-Commissioner Mirkil of 
the National Association of Shoe Re- 
tailers reports that the pace of new 
membership applications is being well 
maintained. The various special serv- 
ices which the association offers to 
those who hold firm-memberships are 
steadily winning recruits to the ranks 
of the national body just as fast as the 
stores have occasion to inquire about 
these services. 

If the pace keeps up the convention 
in Boston is going to attain a record 
of attendance far in advance of the 
record-breaking mark of the last one. 


Lynn 


LYNN STYLES 
And Attendant Circumstances 


It looks as if Lynners were following 
the advice of one of Lynn’s leading 
designers, who said a short while ago— 
“Shoes are pretty enough as they are. 
Leave them as they are.” 

Styles show no changes. There may 
be a few surprises when new samples 
are shown in the Boston market in July. 
But, generally speaking, Lynn manu- 
facturers are holding to styles as they 
are. 

The regulations expired June 1, too. 
But there is no mad rush to create “new 


effects.”” Everybody seems to be try- 
ing to keep on the safe and sane 
course. 

It is likely that this proceeding is 
most sensible. The demand for shoes as 
they are, is as large as manufacturers 
can comfortably handle. Leather, lasts 
and patterns are too expensive to be 
made materials for a gamble with fash- 
ions. The development of foreign trade 
demands all the attention manufac- 
turers can give it. Lynn manufac- 
turers are certainly entering into a new 
era in export trade. One contract for 
a million dollars’ worth of shoes shows 
it. Plans for a factory in Lynn to make 
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shoes for the English trade further 
demonstrate it. 


PLENTY OF LEATHER 
To Keep Shops Going 

Lynn manufacturers have plenty of 
leather and orders to keep their shops 
going for the summer months. They 
anticipated the present rise in leather, 
and joined with their customers in pre- 
paring for it. 

Some Lynn manufacturers expect not 
much buying of shoes in the Boston 
market in July. They do_ believe, 
however, that many buyers will come 
to Boston to talk over trade conditions. 
They will show new samples for Fall and 
Winter, and, perhaps a few for next 
Spring. But they will not seek orders 
for next Spring. That is too far ahead 
to look. Leather may go up, or leather 
may go down, before that time. 

The hot wave of early June started a 
brisk demand for white goods. This is 
the biggest low-cut season Lynn ever 
has had. Some manufacturers will 
make low-cuts for Fall. Others will 
make only boots for Fall. Patent, dull 
black, brown and gray are leading 
leathers for Fall. It looks as if a few 
samples of cloth-top boots would be 
shown. Button boots are in several 
lines. But the bulk of Lynn’s business 
is on lace boots. 


RULING SENTIMENT 

Strong and Optimistic 
The ruling sentiment of Lynn’s shoe 
industry is exceptionally strong and 
optimistic. Manufacturers are con- 
fident that a better state of affairs is 
coming as the world reconstructs itself 
on a peace basis. Lynn has more capi- 
tal invested in shoe manufacturing than 
ever before, has more shoe firms, and 
more skilled workers. It has a better 
relation between employer and em- 
ploye than has existed at any time in 
this generation. Lynn is going ahead. 


A NEW SALES DEPARTMENT 
In Creighton Factory 

A new sales department is being 
established in the A. M. Creighton 
factory on Willow Street in Lynn. It 
is for the sale of Creighton shoes to the 
domestic and the foreign trade. F. D. 
Armstrong is in charge of it. 

It will handle orders for shoes from 
the stock of shoes regularly carried in 
the factory. It will also handle orders 
for shoes to be made up. It will give 
especial attention to the foreign 
trade. 

Mr. Creighton was abroad recently, 
preparing plans for the development of 
sales of his shoes during the reconstruc- 
tion period in Europe. 

It is said that the new department 
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will be one of the “classiest” sales 
departments in the Lynn shoe industry. 


SHOE ORDERS 
Change with the Weather 


Styles change quickly these days. 
They even change with the weather. 
For instance, Travers Shoe Co. was 
making many patent leather pumps, 
with straps and large buckles. The 
hot weather came with early June. 
The thermometer had scarcely begun 
to climb in real earnest when orders 
began to come for white pumps, with 
little tongues. So the factory was 
turned from the making of patent 
leather pumps to the making of the 
cool white shoes. 


AN APPROACHING WEDDING 
Charles E. Conway to Be Married 


Charles E. Conway, son of Charles 
H. Conway, head of the Conway 
Leather Co., 157 South Street, Boston, 
will be married, June 19,to Miss Anne 
Cherry Head, daughter of Mr. and Mrs. 
Marshall Head, of Brookline, Mass. 
The ceremony will be performed at St. 
Mark’s Church, Brookline, by Rev. J. 
Ralph Magee. Mr. Conway recently 
returned from France where he served 
with the 26th Division. He has re- 
sumed his position with the Conway 
Leather Co. 


SECRETARY WILSON 
To Talk to Shoe Manufacturers 


It is expected that a number of 
manufacturers of the North Shore 
district will attend the annual outing of 
the Essex County Board of Trade at 
Ferncroft, June 19, and will listen to 
Hon. William B. Wilson, secretary of 
the department of labor, discuss the 
labor policies of the government. 

Lately, an agent of the department 
of labor, Harry J. Skeffington, has been 
active in the North Shore district, and 
has settled disputes that threatened 
to be serious. 


NEWS BRIEFS 
Of Much Interest 


Bresnahan & McLaughlin, a new 
Lynn firm, making high-grade special- 
ties, has developed successfully a slim 
toe shoe with a 19-8 Louis heel. Now 
they are working up the same last with 
a baby Louis heel 14-8 high. 

Frank P. Aborn, who carries on a 
general shoe merchandising business 
with the English trade, returned from 
England last week. He has been over 
since last January. He says that 
conditions are steadily improving in 
England. 
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ens Shoes $5 OHIO SHOE TRAVELERS’ 
Annual Election Held June 21 


The Ohio Shoe Travelers’ Association 
will hold its annual election of officers 
on Saturday morning, June 21, from 9 
to 10.30 o’clock. A business meeting 
will be held from 10.30 o’clock to 12 
noon, to be followed by a luncheon at 
their club rooms. The club rooms, 
which have just recently been redeco- 
rated, are beautiful and inviting rooms 


located at 604 Commerce Building, 

TK [FP] : Columbus, Ohio. 
s When the boys are not traveling, 
IS AT YOUR SERVICE many of them take advantage of the 


THe STETSON SHOE Co.iNd 
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: Association 
Stacy Adams Co. 

Manufecturers of comforts of these rooms, and enjoy the 

MEN’S FINE company of their fellow travelers. 
SHOES The present officers of the association 
BROCKTON, are: Perry W. Smith, president; A. L. 
MASS, Carlisle, vice-president; W. A. Heim, 
" second vice-president; E. W. Metcalf, 




















secretary and treasurer; W. H. Reichel, 
assistant secretary. 

The officers of the past year, at the 
expiration of their term, will leave to 
their credit a greatly increased member- 
ship. 

Good-natured rivalry exists between 
the champions of the nominees on the 
blue and red ticket in the selection of 


? 
Gentlemen Ss officers for the ensuing year. Each 



















THE 





eltleton Shoes champion claims that the men on his 
ticket are the only real, honest-to- 

SHO i 
E A. E. Nettleton Co. goodness live bunch of good fellows, and 





predicts a clean sweep for his side. 
The ballots covering this election 
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have been mailed to every member in 
the state, with the instruction that if 
you can’t come, mail in, to the secre- 
tary. The following is the line up for 
the election: 

For a straight ticket: 


(> 
i 


Mark X in circle. 


Blue Ticket—President, R. B. Collier; 
vice-president, C. A. Risley; second 
vice-president, J. M. Stanley; secretary- 
treasurer, P. J. O’Neil; assistant secre- 
tary, W. H. Reichel; directors for two 
years, (three to be elected), A. V. 
Holbrook, Geo. L. Risley, Sr., C. R. 
Maxwell. 

For a straight ticket: 


Mark X in circle. 


Red Ticket—President, Harlan 
Rhoads; vice-president, J. W. Riley; 
second vice-president, R. S. Vansickle; 
secretary-treasurer, E. C. Bigelow; 
assistant secretary, W. D. Snyder. 
Directors for two years. (three to be 
elected), J. T. Vance, C. E. Todd, 
J. E. McLeod. 






WARTIME SCHEDULE 
Continued by Merchants 


To “ keep down the waste,”” members 
of the Columbus Retail Merchants’ 
Association will continue in effect war- 
time restrictions regarding deliveries 


‘and return of merchandise. 


Restrictions effective during the war 
proved economical and otherwise ad- 
vantageous to the public, say members 
of the association, who maintain that 
a continuation of the restrictions will 
mean just as big a saving in peace time. 

Only one free delivery is to be made 
each day, with free special delivery to 
railway stations and hotels, when neces- 
sary. Twenty-five cents will be charge 
for other special deliveries. 

Under no circumstances will shoes 
that have been worn be returnable. 

Returnable goods must be returned 
within three business days after receipt 
by the purchaser from a member of the 
association. The majority of the lead- 
ing shoe merchants are members of this 
association. 


BIG CROWDS 
Expected for Methodist Centenary 


Elaborate preparations are being 
made by the committees in charge of 
local affairs, for the entertainment of 
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the delegates and visitors to Columbus, 
June 20 to July 13, during the Methodist 
Centenary. The Centenary being the 
largest thing of its kind ever held in 
Columbus, will* bring from 50,000 to 
100,000 visitors from all parts of the 
world. There will be exhibits from the 
Occident and the Orient, also from other 
parts of the world. 

This will mean big business for the 
merchants who have the goods to meet 
the tastes of the most fastidious. 
Knowing this to be true, the shoe mer- 
chants are making a special effort to 
have the right kind of footwear; they 
predict that the sale of white footwear 
will be greatly increased, especially in 
women’s footwear, as a great many of 
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the delegates and visitors will be of the 
fair sex. 
Salesmen for local shoe manufac- 


’ turers have practically completed their 


call on the trade with Fall footwear; 
as each one returns, he reports that sales 
for Fall delivery have been great. All 
local plants have an abundance of orders 
on hand and for Fall delivery, that will 
keep them running at full capacity the 
halance of the year. 

The pioneer shoe salesman, Geo. L. 
Risley, Sr., for many years with the 
Selby Shoe Company of Portsmouth, 
Ohio, has practically retired from active 
life as a shoe salesman, and is now 
making his home at Long Beach, 
Florida. 


eee: 


MAY BUSINESS GOOD 
‘Out-of-Town Buyers 


Business during the last week—the 
first real warm spell Indianapolis has 
enjoyed this season—in men’s, women’s 
and children’s shoes—was the best that 
has been done for many weeks. In the 
women’s lines low shoes of all kinds and 
descriptions, with colonials in black 
kid, black suede, browns and whites 
predominating, have been moving 
rapidly. 


The 500-mile automobile classic at - 


the Indianapolis motor speedway on 
May 31 brought thousands of visitors 
from all parts of the state and naturally 
made business good for local retail shoe 
merchants. Many who came for, the 
races, unable to get the kind of buckles 
or kind of shoes they wanted in their 
home-town stores, called on the local 
shoe merchants and in nine out of ten 
cases found the kind they were looking 
for. Another big shoe business is 
expected during the week of June 9, 
when the Shriners’ convention will be 
held here. 


JUNE BUSINESS 
Forecast Is Bright 


Local shoe merchants and shoe 
dealers are looking forward to June, 
this month being one of the best months 
of the year. Hundreds of men and 
women who hesitated becoming bene- 


dicts and wives because of the un- 


certainties of the times are now planning 
ahead and preparing to take the post- 
poned step. And inasmuch as the 
wardrobes of the prospective brides 
and grooms require a few new pairs of 
shoes before being complete, local shoe 
merchants are preparing for an inevit- 
able rush in the near future. 





** GETTING THE GOODS” 
The Important Question 


Edward F. Haldy, manager of The 
Fashion Shop, owned by J. C. Hart, 
who handles an exclusive line of ladies’ 
misses’ and children’s footwear, says 
business during the first five months of 
the year has almost doubled the amount 
of last year’s business for that period. 

“It is just a question of getting the 
goods,”’ continued Mr. Haldy. “If we 
have the styles wanted we have no 
trouble in disposing of them and hear 
no complaints about prices.” 

Business at the Hart store has been 
so good since the first of the year that 
Mr. Haldy was forced to employ two 
additional salesmen to take care of the 
trade. He is anticipating a big business 
in white footwear and says buckles are 
moving more rapidly than ever before. 
Two young women employed in the 
office have been so busy mounting 
buckles that they haven’t had time to 
catch up with the regular work, he said. 

When asked about the luxury tax, 
Mr. Haldy said he had heard no com- 
plaints on it to date. ‘* Most everyone 
seems to regard it more a joke than 
anything else,”’ he said. 

Contrary to expectations there has 
been a big demand for straight heel 
oxfords, Mr. Haldy said, and the indi- 
cations are that this activity will 
continue for some time. Pumps and 
fancy oxfords also are in big demand 
and ornaments of the better grade, and 
moving just as fast as they can be 
placed in stock, he said. 


COMPANY RE-INCORPORATED 


To Include Henry B. Endicott 


W. S. McCarty, manager of the 
Feltman & Curme shoe store at 9 South 
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TRUE.TO ITS NAME 
IT’S STANDARDIZED 


Standard Kid Mfg. Co. 
207 South St., Boston, Mass. 
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sell “it— through the 
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CLEP’ service is a time saver in 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 
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SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 




















is a part of “Recorder” service to 
merchants. 
INFORMATION Wiercane 





“Where to Buy” Constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Illinois Street, Indianapolis, has gone 
to the home office of the company at 
Chicago to become the assistant to the 
general manager. 

The transfering of Mr. McCarty to 
Chicago followed the re-incorporation of 
the Feltman & Curme Company to 
include Henry B. Endicott, president 
of the Endicott Johnson Shoe Company, 
and A. C. Brown, president of the 
Hamilton-Brown Shoe Company. 

Mr. McCarty, who has been manager 
of the South Illinois Street store three 
years and who has been in the service of 
the company ten years, was succeeded 
by George Sherfick, assistant to Frank 
L. McNutt, manager of the other Felt- 
man & Curme store in Indianapolis. 


INDIANA SHOE NEWS 


From Other Sources 


George B., Robert L. and Catharine 
Beitner of South Bend, Indiana, re- 
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cently filed incorporation papers with 
the secretary of state at Indianapolis to 
conduct a boot and shoe business at 
South Bend. The capital stock is 
$20,000 and the firm-will be known as 
Beitner’s. 

The New Method Boot Shop, 408% 
Broadway, at Logansport, Indiana, 
recently bought the stock of the Up- 
stairs Shoe Store at that place and is 
closing it out in a special sale. The 
stock was sold following the death of 
Charles W. Sigmund, owner of the 
Upstairs store. 

Samuel H. Cooper, of the Cooper- 
Pollard Company, 2529 Shelby Street, 
secretary of the Indiana Retail Shoe 
Merchants’ Association, reports that 
business at his store has been very 
satisfactory and that the prospects are 
good for a continual increase in business 
in June. The members of the Indiana 
Association have not met recently, Mr. 
Cooper says, but probably will have 
some conferences later in the Summer. 


Buffalo, N.Y. 


WHITE FOOTWEAR REIGNS 
Popular in Women’s Wear 


A soaring temperature early in June 
caused a lively rush in the sale of 
Summer footwear at Buffalo shoe 
stores. On account of the boiling sun 
thousands were induced to sail or 
motor to the Lake Erie Summer resorts 
near Buffalo, and before making the 
trip nearly all of them were provided 
with trim pumps or oxfords. Just 
now there is an extra heavy demand 
for women’s white footwear. 


PROSPECTIVE PROSPERITY 
An Inspiration to Merchants 


Buffalo shoe men are scanning the 
horizon these days for signs of prospec- 
tive prosperity. One of the many of 
these indications is the fact that a 
local automobile concern employing 
upward of 7,000 hands during the day 
shift, has been compelled to put on a 
night force of nearly 1,200 men in 
order to keep pace with peace-time 
business. The night force was laid 
off after the armistice was signed be- 
cause the company had been working 
on war orders. The high-speed activity 
at this and many other local plants 
that are turning our products in de- 
mand during the reconstruction period 
is certainly an inspiration to local 
shoe merchants, who see plenty of 
trade in sight. 





DEATH OF JOHN H. ANDERSON 
A Well-Liked Shoe Man 


The funeral of John H. Anderson, 
manager of the men’s shoe. department 
of. the William Hengerer Company’s 
department store, was held recently 
from the family home, 2093 Bailey 
Avenue. Mr. Anderson’s death was 
unexpected as he was active in his 
department up to a few days before 
he died. He had filled his last position 
about three months and was formerly 
employed at the Chamberlin and 
Walk-Over Shoe stores in this city. 
About seven years ago he worked in 
the men’s shoe department at Hengerer’s. 

Mr. Anderson belonged to the con- 
scientious,. aggressive class of shoe men 
and had the faculty of making and 
holding many friends. He is survived 
by his wife and one daughter. He had 
relatives and friends in Toronto, Ont., 
Rochester, N. Y., and Lusan, Mich. 


-He was 43 years old. 


SATURDAY HOLIDAYS 
Through July and August 
The employes of the shoe depart- 

ments of Buffalo’s department stores 
are rejoicing because they will have 
a full-day holiday every Saturday in 
July and August. In former years, 
they had only Saturday afternoons 
off in the summertime. All the other 
departments of the stores will share the 
same privilege. 
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In connection with the new rule, 
Adam, Meldrum & Anderson Co., 
which has a complete shoe department, 
made this typical announcement: “‘This 
whole holiday every week is in addition 
to the regular Summer vacations that 
we gladly give our people. We know 


that our customers will cordially co- — 


operate with us in making possible 
these additional rest and play hours 
for our co-workers and will arrange 
to make their purchases during the 
other days of the week.”’ 

The other local stores, which handle 
shoes exclusively, have not announced 
that they will close all day Saturdays 
in July and August. Their employes 
are vigorously hoping that they will 
have the same Saturday privileges as 
their associates have in the depart- 
ment stores. 


HIGHER PRICED GOODS 


‘Demand Continues,’’ Says Mr. 
Murrett 


Thomas M. Murrett, manager of the 
Regal Shoe Store at 362 Main Street, 
reports a heavy demand for men’s 
high-priced tan oxfords. 

“The demand for the higher priced 
merchandise continues,’ said Mr. Mur- 
rett. “A few years ago, when I was 
employed at another local shoe store, 
we salesmen there used to compete 
to see which one could sell the most $3.50 
shoes and each Saturday the winner 
would receive a little prize for his 
efforts. Now the people don’t want 
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low-priced footwear. Our lowest 
priced men’s oxfords sell at $5.75, 
but the best sellers are priced at $9.00 
to $11.00. There is a fine demand for 
women’s oxfords, also Colonial pumps 
for dress. There are four styles in these 
pumps.” 
NEWS BRIEFS 


In the Retail Trade 


Buffalo shoe merchants have been 
notified that wholesale prices are ad- 
vancing and that by Fall they will 
have to ask somewhat higher retail prices 
for their footwear. Customers of these 
stores are being given this information 
and many of them are taking advantage 
of the’sound advice that “buying now 
means the saving of money.” 

Leo Leur, who fought in France with 
the 78th Division, has returned to 
his former position as salesman at the 
W. L. Douglas shoe store at Main and 
Eagle Streets. A. J. Williams is manager 
of this store. 

Work is progressing on the extensive 
alterations being made at 601 Main 
Street, to be used as a retail shoe store 
by the Endicott Johnson Co. The new 
store has a frontage of 25 feet in Main 
Street and extends east, a distance of 
more than 200 feet to Washington. 

Leonard Rogers has been appointed 
manager of the Sterling Shoe Co.’s 
store, 360 Main Street. He was formerly 
assistant manager of the Regal store. 

“On account of the very hot spell, 
women’s white pumps and oxfords are 
coming strong,” said Mr. Rogers. 


Milwaukee 


CONFIDENCE IN FUTURE 
More Capacity Needed 


As the year advances and the retail 
trade throughout the United States 
makes manifest its confidence in the 
future, shoe manufacturers find them- 
selves so congested in spite of every 
effort being made to meet demands for 
goods that their greatest problem at 
this time is to provide adequate capac- 
ity. In the past two or three weeks the 
reports of shoe travelers representing 
Milwaukee factories in all sections of 
the country have grown more and more 
favorable in respect to orders for Fall 
and Winter delivery. At the same time 
the requirements forward for Summer 
goods for immediate shipment have 
grown broader and more pressing than 
ever before. Merchants everywhere are 
coming to market. Consumer demand 
so far seems to have exceeded the most 
optimistic calculations. 


BRANCH FACTORIES 
Away from City Planned 


A number of shoe manufacturers at 
Milwaukee have maintained branch 
factories in some of the smaller indus- 
trial cities of the interior of the state 
for many years with much success, due 
largely to the ample supply of good, 
conscientious Iabor available in these 
places. Since the labor supply, espe- 
cially in cities like Milwaukee, isfarfrom 
adequate, so far as permanent, skilled 
workers go, a number of local manu- 
facturers are considering the establish- 
ment of branch plants away from the 
city. Negotiations of this character 
are under way and some developments 
probably will come within a short time. 


HOLIDAYS FREQUENT 


Trade Brisk as Ever 


With fixed holidays being supple- 
mented from time to time by special 
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Grifin Mfg. Co., Inc. 
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Where to Buy 


MEN’S SHOES 











ABOVE ALL 7 
One Pair 
Sells Another 
T. D. BARRY CO. 
"<=" —_ BROCKTON MASS. 





~~ KNIPE BROS. 


MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 


Specialty of Flexible Welts 
Factory, WARD HILL, MASS. 











FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 





FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue, Boston 








Men’s Welts 


UNBRANDED UNION MADE 
IN STOCK 
DIAMOND SHOE CO. 


Factory Salesroom 
Brockton New York, N. Y. 








The Shoe 
Above the Mark 


Where to Buy 


Men’s, Women’s and Children’s Shoes 











HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 


Trade Sales Every Wednesday 
and Friday 
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AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











ELIAS BERLOW 
Selling Agent 
“FISKE”—MEN’S SHOES 
“ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 








110 Duane St., New York, N.Y. 
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holidays in celebration of world war 
events, the safe return of fighters, and 
similar occasions, retail business is being 
suspended more frequently than ever 
before. For instance, all business houses 
closed for the day on Friday, May 30, 
Memorial Day, for the first time in 
history. A week later, on June 6, 
business again was side-tracked so that 
the people of Milwaukee might be free 
to honor its most famous fighters, the 
boys of the Thirty-second Division, 
called by the French, ‘‘Les Terribles.” 
All stores again closed on this occasion. 
Soon will come Friday, July 4, Inde- 
pendence Day. Even with the business 
week reduced to five days, shoe mer- 
chants note no diminishing of ‘trade 
volume. 


HONORBILT CELEBRATION 
Major Mayer Honored Guest 


The return of Major George F. Mayer, 
secretary and superintendent of the 
F. Mayer Boot & Shoe Co., from nearly 
two years of service to the Govern- 
ment, was auspiciously observed by the 
employes of the company, numbering 
more than 800. Major Mayer was 
discharged Tuesday, June 3, and on 
Wednesday evening he was the guest of 
honor at a big celebration at the Audi- 
torium, in which not only all employes, 
but members of the firm, department 
heads and others connected with the big 
industry participated. It was ‘“‘Honor- 
bilt Night’”’ and a most agreeable but 
welcome surprise for Major Mayer. The 
recently organized Honorbilt military 
band, which made its first public ap- 
pearance on May 17 when the Milwau- 
kee Shoe Manufacturers’ Baseball 
League opened its season, gave its first 
formal concert on this occasion. It is 
composed entirely of Mayer employes, 
directed by Ernest Renz, a member of 
the Honorbilt force as well. 


GABE ESTERMAN RESIGNS 
From Lauerman Bros. Co. 


Gabriel Esterman, manager and buyer 
of the shoe department of the Lauerman 
Bros. Co., Marinette, Wis., for the past 
ten years, tendered his resignation 
June 1, in order to carry out a long- 
cherished plan of entering the shoe 
trade as a wholesale as well as retail 
merchant. The resignation will take 
effect immediately after July 4, when 
Mr. Esterman will go to Green Bay, 
Wis., to establish himself in business. 
He has been with Lauerman’s since 
1900 and is thoroughly familiar with 
all phases of the shoe business. It is 
due to his energy and ability that the 
Lauerman shoe department has be- 
come one of the largest and best man- 
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His successor has 


aged in Wisconsin. 
not yet been chosen. 


DEATH OF THOMAS FITZSIMONS 
Pioneer Shoe Merchant 


The death of Thomas F. Fitzsimons, 
secretary and treasurer of the M. Fitz- 
simons & Sons Shoe Co., Fond du Lac, 
Wis., occurred Thursday, May 29, at 
the family home, where he first saw the 
light of day forty-eight years ago. Mr. 
Fitzsimons had been in poor health for 
several years, and last Spring was 
forced to take to his bed. His father, 
the late M. Fitzsimons, was a pioneer 
shoe merchant of the state, and the 
founder of the present concern. His 
brother, Maurice Fitzsimons, head of 
the company, was the first president of 
the Wisconsin Shoe Retailers’: Associa- 
tion and is still a director. 


GENERAL MERCHANTS’ 
CONVENTION 


Shoe Trade Has Interest 


The annual convention of the Wis- 
consin Retail Association, composed 
mainly of general merchants, will be 
held August 11, 12 and 13 at Green 
Bay, Wis. An attendance of more than 
500 is expected. The organization was 
founded originally as the Wisconsin 
Retail Grocers’ and General Merchants’ 
Association, but a year ago its name 
was contracted for convenience and also 
to be more expressive of the scope of 
membership. While shoe merchants 
have their own organization as a craft, 
the Retail Association embraces many 
stores in which footwear is a greater or 
lesser factor, and the shoe trade con- 
sequently has a direct interest in the 
convention. 


COMMERCIAL ARBITRATION 
Adopted by Legislature 


As part of Wisconsin’s broad and 
comprehensive reconstruction program, 
the state legislature has passed a law 
providing for commercial arbitration, 
carrying out a plan proposed by the 
National Association of Credit Men for 
many years. The new law, which is 
known as Chapter 199, Laws of 1919, 
is considered one of the most progressive 
measures affecting the business inter- 
ests of the state than has ever been 
adopted. It provides for a jury of 
three, to be known as the court of arbi- 
tration. When commercial disputes 
arise, and whenitis mutually agreeable 
to both parties, the case will be pre- 
sented to the jury, whose decision will 
be final. Also in disputes over small 
bills, when the amount involved is too 
small to warrant a legal battle, the ar- 
bitration jury will befcalled on to effect 
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a settlement. In this way time and 
money will be saved, and the decision 
left to men who are thoroughly familiar 
with the subject matter and capable of 
rendering a just decision, rather than 
suffering delays in the courts and the 
expense of court proceedings, as well as 
risking a decision to men who often are 
entirely ignorant of the business in- 
volved. 
A BOX FACTORY 


Recently Organized 


The Baird-Van Dyke Box Company 
has been organized at Milwaukee and 
incorporated with a capital stock of 
$25,000 to manufacture paper boxes. 
The incorporators include Chester D. 
Baird, John C. Van Dyke and Charles 
Hackbarth. Messrs. Van Dyke and 
Hackbarth are the active managers of 
the Van Dyke Knitting Company, Mil- 
waukee. A factory will be equipped at 
once. 

RETAIL NOTES 


From Badger State 


The Varsity Clothing & Shoe Co., 
Janesville, Wis., is in process of organi- 
zation and intends to be ready to com- 
mence business about September 1, 
handling a complete line of men’s foot- 
wear and clothing. 

Hunt’s Electric Shoe Shop, Menom- 
inee Falls, Wisconsin, has moved to 
the John Stark building on Main Street, 
where additional room is available both 
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for the stock of Wear-U-Well shoes and 
the repair department which is a feature 
of the business. 

The Golden Eagle, Janesville,. Wis- 
consin, men’s and women’s shoes and 
ready-to-wear apparel, is remodeling its 
store and adding 9,000 square feet of 
floor space by taking over ‘the second 
floor of its building. The shoe depart- 
ment is being doubled in size. The im- 
provements will be completed about 
August 15. 

The Electric Shoe Shop, 1713 Monroe 
Street, Madison, Wis., will move 
June 20 to new and larger quarters in 
the new Burrowbridge building. Joseph 
Bolino is proprietor. 

The Goodrich & Martineau Co., de- 
partment store, Oconto, Wisconsin, 
has completed the remodeling of its 
main floor. The offices have been 
moved away from the center of the floor 
and the space given to the shoe depart- 
ment, which now is in three distinct, sec- 
tions, women’s, children’s and men’s. 
Mrs. A. M. Martineau is general mana- 
ger of the store. 

I. Goldmann, proprietor of the Lion 
Store, Fourth Avenue and Mitchell 
Street, Milwaukee, which was destroyed 
by fire in March, has broken ground for 
a new fireproof building on the same 
site. The building will be four stories 
high, 120 x 140 feet in size, and cost 
$185,000. The Lion will have one of 
the largest and best-stocked shoe de- 
partments on the South side. 


Rochester 


STYLE SHOW DISCUSSED 


At ‘*Ratss”? First Meeting of 
Year 


More than fifty members of the 
Rochester Association of Traveling 
Shoe Salesmen gathered at the Powers 
Hotel headquarters last week for the 
first summer meeting of the year. It 
was the first time that the boys were 
together since they started on the road 
last Winter, and there was considerable 
enthusiasm and hilarity at the session. 
Much business of importance including 
a consideration of the coming Style 
Show occupied the attention of the 
members; and it was easily discernible 
that ‘several matters affecting the 
traveling men will be considered during 
Summer meetings. 

Clark B. Rowley, of the Sherwood 
Shoe Company, who is Chairman of the 
Style Show Committee, announced 
that sixty-six separate exhibits had 
been booked for the show to take place 
at the Powers Hotel, July 7 to 12 in- 


clusive. This represents an increase 
of twenty exhibitors. All the exhibit- 
ing quarters on the fifth and sixth floors 
of the hotel have already been reserved 
for the coming show. 


WILL CO-OPERATE 
With Retail Association 


Among the plans discussed for the 
display of footwear was that of co- 
operating with the shoe retailers to 
arrange for the entertainment of the 
visiting ladies and wives of the mem- 
bers at the exhibition. All members of 
the ‘‘Ratss” were urged to confer with 
the Rochester Retail Shope Dealers’ 
Association at their next meeting to 
arrange this matter. The traveling 
men also pledged themselves to support 
the New York State Shoe Retailers’ 
Association and to entertain any of 


their guests during the first three days 


of the show when their Convention is 
in session. Reservations for visitors, 
as well as exhibitors for the show, Mr. 
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Where to Buy 


MISCELLANEOUS 








SALES LETTERS 


M ULTIGRAPHED— 
FILLED IN--SIGNED— 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 
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iting Stools, Screens, etc., 
Wood Window Display Fixtures 
Catolog 
on 
Request 
- THE Oscar ONKEN Co. 
1141 W. 4th St., Cincinnati, Ohio, U. S. A. 











LATEST STYLES IN 
COLONIAL BUCKLES 
Slipper Bows, 
Ornaments, Buckles, etc. 


D. T. DUDLEY & CO. 











66 Washington St. Haverhill, Mass. 








RUBBER TOE-SANdals 
For Modern Footwear 
The Molded heel strap is 
strong and elastic 
WM. SUMNER SMITH 
Sales Agent 


NEW YORK CHICAGO 











Where to Buy 


RUBBER FOOTWEAR 





MAKERS OF 


DISTINCTIVE 
RUBBER 
FOOTWEAR 
CAMBRIDGI : RUBBER RCO. CAMBRIDGE MASS 
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To the Trade: 


Due to an unforeseen delay, 
we will have to postpone 
our entrance into our new 
building in St. Louis, shown 
above, from July Ist to 


July 20th 


Think ‘of us on July 20th. 
Very truly yours, 


Central Shoe Co. 


Manufacturers 


Kansas City, Mo., till July 20th. 


WLLL EEE M@@@@@ 





June 14, 1919 


Rowley stated in his report, are coming 
in rapidly. 


INCOME TAX 
Rebates Considered for Travelers 


The Association passed a motion to 
consult with the Rochester Chamber 
of Commerce with the view of having 
the government refund income tax paid 
by travelers on the basis of meals eaten 
while on the road. The measure has 
been rescinded to include these meals 
in the consideration of the tax collec- 
tion; but some of the traveling men 
have already paid, and an effort will be 
made to secure rebates for them. The 
committee in charge of the matter is: 
F. J. LePine, A. H. Ryan and G. A. 
Schaub. 

Stickers for the Style Show are being 
rapidly distributed to merchants who 
are to show their wares at the exhibit. 
The stickers which constitute a novel 
method for advertising the event are 
this year in orange and black and are 
used on letters, envelopes and packages. 


PLANS FOR CONVENTION 
Rochester Merchants Active 


To aid the delegates and members of 
the New York State Retail Shoe 
Dealers’ Association in securing early 
reservations for their stay in Rochester 
during the Convention sessions, the 
Rochester Retail Shoe Dealers’ Asso- 
ciation will issue a pamphlet describing 
Rochester’s hotels and giving the rooms 
available. ‘‘Doc’’ Shields, who heads 
the committee on reservations, will see 
that the wishes of those who are to 
attend the convention are carried out 
to the letter. 

Many members of the Rochester 
Association of Traveling Shoe Salesmen 
attended the luncheon of the retail mer- 
chants last week. 

The annual outing of the shoe mer- 
chants will be held at Manitou Beach, 
July 9, at which all delegates and mem- 
bers attending the convention of the 
New York State Shoe Retailers’ Asso- 
ciation will be entertained. 


ANNUAL OUTING 
R. A. T. S. S. to Revel at Manitou 


Preparations are being made by the 
Rochester Association of Traveling 
Shoe Salesmen for their annual outing 
at Manitou Beach, Saturday, July 12. 
Special events are as usual being 
planned for the affair but most. impor- 
tant is the customary baseball game be- 
tween the single and the married men. 
The addition of “Billy” Byrne to the 
ranks of the Benedicts promises to 
strengthen their line-up considerably 


and they hope for a victory over the 
bachelors. 

The program includes a dinner, races, 
guessing contests, and speeches. The 
committee making the arrangements 
consists of: J. D. Beatty, chairman; 
S. D. Vaisey, C. G. Shaver, C. H. Hel- 
mar and C. A. Briggs. 


ROCHESTER SHOE STYLE 
SHOW 


A Banner Event of July 7-12 


The Rochester Shoe Style Show will 
be held under the auspices of the 
Rochester Association of Traveling 
Shoe Salesmen at the Powers Hotel, 
Rochester, July 7-12, 1919. 

This is the seventh semi-annual Shoe 
Style Show to be arranged by the 
R. A. T. S. S. and has progressed to a 
point where it has proved not only an 
absolute success but has surpassed all 
anticipations of the committee in the 
Scope of exhibits and the wonderful in- 
terest displayed by all concerned. 

There will be approximately seventy 
exhibits covering every class of ma- 
terials used in the manufacture and 
merchandising of footwear. The com- 
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mittee has spared no labor and no 
expense to give every buyer in the 
United States an opportunity to see 
these lines in compact form under one 
roof, surrounded by the very best con- 
ditions for the comfort and entertain- 
ment of visitors. 


FIRST ANNUAL CONVENTION 
Of State Retail Shoe Merchants 


The first annual convention of the re- 
tail shoe dealers’ of New York State, 
meeting in session with the Rochester 
Association of Traveling Shoe Salesmen 
on the first three days gives to the 
Rochester Style Show a new tone and 
added interest in point of attendance. 

The committee members are pledged 
as one man to aid in the entertainment 
of the retail shoe merchants whenever 
and wherever called upon. 

Clarke B. Rowley, chairman, has sent 
broadcast a very strong letter with an 
attractive Rochester Shoe Style Show 
sticker, emphasizing the fact that shoe 
merchants have in their attendance at 
this show a golden opportunity to 
study conditions as they actually exist, 
get new ideas, and hear real facts from 
the tanner himself. 


‘Cincinnati 


Has Given Impetus to Trade 


The arrival of real Summer weather 
has given additional impetus to retail 
trade. Merchants report an exceedingly 
heavy demand for all lines of Spring 
and Summer footwear. 

The sale of white footwear has 
started with a “bang’’ during the past 
few days. Merchants have been rushed 
to full capacity in caring for the de- 
mands of their customers. The Sum- 
mer tourists are making hurried prep- 
arations for getting away from the city 
to their Summer homes on the Great 
Lakes and to seacoast resorts. The 
sudden change of weather from that 
damp and chilly. to the warm and al- 
most sultry, has virtually caused an 
equal change in the nature of sales fo 
footwear in all lines. Merchants are 
selling large volumes of white shoes 
both in pumps and lace oxfords; canvas 
and kids are predominating materials 
sold, with a few buckskins. Though 


the local merchants, on the whole, . 
’ placed their Spring and Summer stocks 


on the shelves fairly early and were in a 
position to put them there at a normal 
size which would be considered suffi- 
cient for meeting the expected demands 
of the public, they at this time find 


themselves badly in need of shoes for 
filling out their greatly depleted stocks. 

The retail merchants are selling more 
shoes in numbers of pairs than usual. 
This, of course, means a greater volume 
of business in dollars and cents. Bear- 
ing out the statement that more pairs 
of shoes are being bought by the public 
this season than the corresponding 
season a year ago, the merchants first 
of all do not fail to mention the war 
conditions which prevailed a year ago, 
and secondly, they attribute the greater 
sale of pairs to the run on satin shoes 
this year. Satins do not last longer 
than three or four times worn and then 
they must be discarded. So with 
those women who have thought it fit 
to buy this kind of footwear, it has 
been a case of having to buy an addi- 
tional pair of some other kind. 


INCREASED PAIRAGE 
Noticed Largely in Men’s Lines 


The increase in pairage, however, 
seems more noticeable with the men’s 
lines. Retail merchants selling men’s 
footwear, state that their sales records 
show large gains for the past two 
months as compared with a year ago. 
They, of course, find no trouble in deter- 
mining the real cause for their gains 
now that hundreds of thousands of men 
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66 The 99 
Overture 
Model 


It is a symphony of style features. 
Captivating is the word most ex- 
pressive of its beauty. 


Shoemaking is seen here that is 
ordinarily only to be had in much 
higher priced footwear. 


Our edges show a close to vamp 
trim that is expressive of the in- 
dividuality of our shoemaking 
throughout. 


— SPECIFICATIONS — 


Style— Imitation turn welt boot. 
Vamp — Sterling Patent Colt, seam- 
less. Upper—Genuine gray buck. 
Trimmings — Kid or calf to 
match. Heel—18-8 (leather) 
full Louis. Last—Num- 

ber 81. 





WELCH, Moss & FEEHAN Co. 


113 ESSEX STREET 
HAVERHILL 
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who were in the army are back in their 
civilian clothes. 


MEN’S SHOE SALE 


Joseph Pietzuch to Sell Women’s 
Lines 

Joseph Pietzuch a merchant of many 
years’ standing in Cincinnati, is now 
carrying on a sale of his mén’s footwear. 
He does not expect to handle men’s 
shoes beginning with the Fall. Mr. 
Pietzuch carries chiefly the Bostonian 
shoe. This will be the main line of 
Van Meter’s Bostonian Shop, which 
will open on Vine Street between 
Fifth and Sixth in the early Fall. 

Mr. Pietzuch states that his women’s 
business has grown to such an extent 
that he can very satisfactorily utilize 
the space now occupied by the men’s 
stock. , 

REMODELING PLANS 
Of Mabley & Carew Co. 

Plans have been completed for the 
general remodeling and rearrangement 
of the ladies’ shoe department of the 
Mabley & Carew Company. Accord- 
ing to Manager Chas. Voller, the new 
plans call for an increased capacity both 
for carrying the stock and for handling 
the customers. Work on the new 
department will begin about July Ist. 

The Mabley & Carew Company will 
open up with the Dorothy Dodd line 
in the Fall. This line will be carried in 
addition to their Hanan line. 


RETAIL NOTES 
In the Queen City 

Work on the new shoe store of the 
Commonwealth Shoe Company will 
soon begin. The name of the new 
store will be ““Van Meter’s Bostonian 
Shoe Store.” G. R. Van Meter, well 
known in retail circles of Cincinnati 
will become manager. The’ Bostonian 
line is now being carried by Joseph 
Pietzuch. 

A new shoe store under the name of 
““White’s Boot Shop,”’ opened for busi- 
ness last week in Avondale, a suburb of 
Cincinnati. 

Harry McLaughlin and Benton H. 
Orr, of the Potter Shoe Company, leave 
this week for the East, where they will 
spend a couple of weeks on business. 

The local merchants continue to have 
good business in buckles. A pair of 
buckles goes with nearly every pair of 
shoes sold. And now that white foot- 
wear is moving in a volume which is 
normal for this time of the season, 
many buckles in combinations of white 
and silver are being sold. © 


A number of the larger retail mer- 


chandisers of men’s shoes here are 
making the prediction that a vast 
amount of conservative styles will be 


sold this Summer. Men seem to be 
taking to combinations in white and 
colored Summer footwear to a greater 
degree. And in some instances even 
the exaggerated novelties are being 
called for. 

One prominent local retailer of men’s 
shoes states that he is selling 90% tans 
and 100% blacks. He adds that the 
greater portion of those who buy black 
goods are made up of the boys too 
young to wear long trousers and the 
men from forty years of age up. So 
for the men from eighteen to forty 
years of age, the tan shoe is preferable 
in nearly every case. 


FINDERS’ CONVENTION 
COMMITTEE 


Completing Their Plans 


The Cincinnati Convention Commit- 
tee on the preparation for the forth- 
coming convention of the National Shoe 
and Leather Finders’ Association, are 
now completing their work and putting 
everything in readiness for the greatest 
gathering the association has ever 
experienced. The program contains a 
special feature for taking care of the 
ladies. The ladies’ entertainment com- 
mittee is composed of sixteen ladies, 
headed by Mrs. George W. Stevenson 
as their chairman. 
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A GROUP OF NEWS 
Relative to P. Sullivan Company 


George Hans, superintendent of P. 
Sulliv an & Company, left for the East the 
latter part of the week on a business 
trip. 


Chas. Auer, eastern representative 


of the P. Sullivan & Company, after 
spending a week at the factory left for 
New York this week where he will 
make arrangements for opening up a 
New York office for his house. Mr. 


Auer reports a very prosperous season . 


in the East. 

The P. Sullivan & Company line has 
been on display at the Gibson Hotel 
during the past week, attended by 
sales manager W. T. Dickerson and 
Wm. P. Hennessy, Ohio representative. 

The Sullivan Company is showing a 
new boot for Fall, the distinctive 
feature of which is the new style heel 
which is a cross between the Louis and 
the Cuban. 


Branch Discontinued 


The C. F. Streit Manufacturing 
Company, for many years one of the 
leading shoe store furniture manu- 
facturers. in the industry, recently 
announced that it would discontinue 
this branch of its business. 


Cleveland 


HIGHER PRICES 
So Market Indicates 


Some of the wisest heads in the shoe 
trade in this city say that the man who 
wants to butter his bread on the right 
side should buy shoes now. Their tip 
is that prices for shoes will advance. 

They point out there is nothing 
extraordinary about this. Everything 
else is going up in price, and shoes are 
controlled by the same economic laws 
that govern the cost of other neces- 
saries of life. 

The market gives every indication 
of higher prices. Factors over which 
Americans have no control are operat- 
ing to send costs up. : 

Edward F. Buzek, of the Cleveland 
Shoe Manufacturing Co., for instance, 
had his eyes opened the other night. 
He went into the Polish district of 
Cleveland and at one place he saw 325 
packages, containing shoes mostly, but 
other useful articles, ready for ship- 
ment to friends and relatives in Poland. 


Some more inquiries developed that 


men and women of foreign birth in this 
city are making heavy purchases of 
shoes and other necessaries of life for 
shipment abroad. The volume of this 
trade alone is tremendous, Mr. Buzek 
asserted, although he would not at- 
tempt to place an estimate on its 
amount. 

* Just before Easter a shipload of 
supplies went to Poland, and within 
two weeks another ship laden with 
large quantities of supplies will steam 
out of an eastern port for Europe. 

D. W. Brill, manager of the Cleve- 
land branch of The Brown Shoe Co., 
talked along the same line. 

“During the war, America and Japan 
were about the only industrial countries 


. that produced in a broad way. The 


markets of the other nations are de- 
pleted. Their buyers are now in the 
market for leather, for instance. In- 
dustry in Europe hasn’t got into full 
swing yet and when it does, the demand 
from abroad for leather will be even 
greater than at present. 

“Merchants are accepting conditions 
in a broad way and buying is active. 
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Bingo Last 
Rubber Heel 


A to D 
6 to 10 


$6.50 














Here’s a style, as good a shoe as 
we ever made (and our record is 
strong on the good), one that is 
moving right now, and one that 
will be a successful seller this © 
IN STOCK Fall and Winter. Our imme- IN STOCK 

diate stock is not heavy, but we'll 
ship at once, at present price, 
until what we have is gone. Step 
lively — Buy Big — Action is 
dollars for you. 


E. T. Wright & Co., Ine. 


Rockland, Mass. . 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street W: Arcade Pacific Building 
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There is no reason to believe that the 
market will be weaker for some time 
to come.” 


A WHITE SEASON 
Combination Tones Popular 
Mr. Brill said that women’s two 

tones—combination tones—are the most 
popular of the new Fall season’s de- 
mands. Beaver brown, the newest 
type, and field mouse top, are regarded 
as among the prettiest shoes. Popu- 
larity is running more and more to 
high heels. 


Mr. Clark, manager of The Stone 
Shoe Co., said white shoes are moving 
in fine shape now and all indications 
point to a big demand. The warm 
weather last week brought out thou- 
sands of buyers, and there seems to be 
more enthusiasm for this particular 
line than in other years. 

That it will be a white shoe season all 


dealers here are agreed. We have had 


so many cold, rainy days this Spring 
that now that the warm weather has 
come, thoughts turn instinctively to 
Summer clothes and low shoes. 


_ Chicago 


GOOD BUSINESS 
From Quality Buyers 


The past week has been another week 
of exceptionally good business with the 
shoe merchants of Chicago. Rain in- 
terfered but little with the general buy- 
ing trend ofthe public: Merchants 
everywhere report considerable buying 
of light Summer footwear. White 
shoes in many of the stores are big 
sellers. 

In the stores where the patronage is 
made up of quality buyers and_ style 
connoisseurs, white kid pumps were 
selling strongly as well as patent and 
satins with Louis heels. 
oxfords and tan Russian oxfords with 
low heels are moving along in fairly 
satisfactory shape. 


WHOLESALE BUSINESS | 


Steady and Satisfactory 

The wholesalers of Chicago report 
steady and satisfactory trade. Among 
the wholesalers of women’s shoes there 
exists an enormous demand on the part 
of the visiting buyers for all styles of 
low shoes. In the opinion of many of 
the prominent wholesalers of the trade 
there never has been such an unusual 
call for such varied styles of women’s 
pumps and oxfords as is prevailing this 
season. Wholesalers are striving to 
keep the trade well supplied with in- 
stock styles of desirable shoes. -+t b _, 


SALESMEN REPORT 
Good Volume of Orders 


Many of the local shoe salesmen have 
returned to town during the past week 
and all are well pleased with the volume 
of business they have done on this sea- 
son’s trip. They say that the demand 
for good quality shoes has been the pre- 
dominating note throughout the trade 
and that the few merchants who at the 
beginning of the season objected to the 


Brown kid — 


comparatively high prices quoted them 
are now reconciled to the fact that 
present prices have come to stay and 
they are no longer hesitating to pur- 
chase all the shoes they need at prices 
now prevailing. 


CHICAGO EXPOSITION, 
July 7-11 
Boosted by Ralph Stadeker, Shoe 
: Traveler 
“NEVER BEFORE!’—By Ralph 
Stadeker, Chairman Publicity Com- 
mittee—The Chicago National Shoe 





RALPH STADEKER 
Representing E. P. Reed & Co. 


Exposition will offer to the Retail Mer- 
chants of the United ‘States the most 
unusual and the most favorable oppor- 
tunity in their careers to take advan- 
tage of what is now here, though not yet 
manifested in wholesale prices. All 
reports from the leather markets, upper 
and sole, agree in the opinion that with 
the opening of the next selling season, 
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the wholesale price of men’s and 
women’s shoes will be at at least $1.00 
per pair higher than present values. 


A Complete Display 

Assembled in five floors of the Morri- 
son Hotel, July 7-11, will be the samples 
of 175 representative manufacturers 
and jobbers, including every item_ 
needed in a retail shoe store from a shoe 
buttoner to a miner’s boot, from an 
artistic window fixture to milady’s car- 
riage slipper. It will be the most com- 
plete display ever gathered under one 
roof, covering boots and shoes in leather 
and rubber, for infant or adult, of store 
and window fixtures, and every needed 
finding. No retail merchant but who 
can gain some new facts from this Sam- 
sonian display, because no matter how 
well posted he thinks he is, new ideas 
are constantly cropping up to upset his 
pet theories and change his views. 

With the advance that is sure to 
come, retail merchants will do well 
to come to Chicago and complete the 
buying of all their wants for the whole 
Winter season. The advance in leather 
has not yet been shown in present 
prices, and retail merchants can still 
buy many lines on a basis of prices of 
sixty days ago. And they will need 
shoes, more pairs than they needed for 
last. Winter, during the coming six 
months. All the reports agree that the 
retail prices of shoes are not dulling 
business. If the retail merchant has 
the shoes the public wants, the price is 
willingly paid. 

For all reasons, whether you buy or 
simply seek information, come to 
Chicago, July 7 to 11, and you will re- 
turn home satisfied that you have 
profited by the largest, most exhaustive 
and best conducted exposition of shoes 
ever held. And don’t forget that the 
credit for its initiative and its success 
belongs largely to the Chicago Associa- 
tion of Shoe Travelers. 


A FACTORY ADDITION 
Contract Given Out by Marathon 
Shoe Company 

The Marathon Shoe Company of 
Wausau, Wisconsin, has recently given 
out the contract for an addition to 
their building consisting of two floors, 
160 by 50 feet. This, with the store- 


_room recently erected, will enable the 


company to double their capacity by 
September 1. 


Chicago Travelers Hold Meeting 

The Chicago Shoe Travelers held 
their first luncheon of the season at the 
Morrison Hotel, Wednesday, June 11. 
Business of importance and committee 
reports on the Chicago National Shoe 
Exposition were heard. 
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WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


WE HAVE THE MACHINE 








The illustrations above show but a few of the big range of ma- 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed to 
have you ask any of them about us or our machines. 


Write us today for a catalog. 








UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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Brockton 


THE OXFORD SITUATION 
Greatest Demand Ever Known 


Conditions at Brockton factories as 
regards the demand for oxfords are 
shattering all precedents. Never be- 
fore have local concerns, maintaining 
stock departments, considered the pos- 
sibility of selling oxfords out of stock 
after June. Now several concerns are 
putting oxfords through the works, to be 
ready for delivery July 1. From whole- 
sale and retail concerns all over the 
country come requests by mail and 
wire and by personal calls for oxfords 
for immediate delivery. 


Supplies Are Inadequate 

One wholesale concern in a Western 
city wired a leading Brockton house 
the past week, inquiring if they could 
deliver immediately 500 cases of ox- 
fords. The Brockton house wired in 
return that they could not deliver 500 
pairs, and that 500 cases was a fabulous 
proposition. Similar stories are heard 
among the factory in-stock depart- 
ments in this city and, in fact, the entire 
South Shore district. With the highest 
prices ever known for all kinds of foot- 
wear, yet the demand is so insistent 
that the facilities of the in-stock de- 
partments are inadequate to the de- 
mands made upon them. No one could 
possibly foresee the remarkable pop- 
ularity of men’s low-cut shoes the 
present year. Any concern which had 
done so could have cashed up on these 
goods to an extent hitherto undreamed 
of. 


Anticipating Fall Stock Business 

Some of the Brockton manufacturers 
are pushing a plan for making up in 
advance, so far as possible, their cus- 
tomers’ Fall orders, for the purpose of 
later being free to supply goods from 
their in-stock departments. In several 
factories visited the last week the ship- 
ping rooms were piled high with goods 
marked for delivery July 15, August 1, 
and 15, which are all ready now for 
shipment. Customers of established 
credit will receive these goodslong before 
the time called for, thus clearing the 
factory decks for action on the stock 
departments for Fall. 


‘Production Handicapped 

It is not possible for this to be done 
in all factories for the reason that Fall 
orders are so numerous and extensive 
that they cannot be gotten out of the 
way as rapidly as desired. In short, 
made-in-Brockton shoes are today large- 
ly oversold. Manufacturers are put to 


- ever known. 


their wits’ ends to respond to the 
insistent demands made upon them. 
There is no question that under present 
price conditions shoe merchants will 
buy as closely as possible to\their needs. 
These, however, are very great. With 
factories doing business on a shorter 
hour schedule, and chaotic conditions 
as regards prices for leather and other 
supplies, there is a heavy handicap 
on production. 


Increase in Leather Prices 


The great increase in prices of 
leather from day to day is a factor in 
the trade situation which is causing 
the manufacturers much concern. Ad- 
vances during the past month have been 
constant. Apparently there are other 
advances to come. This is particularly 
true of the calfskin and kidskin market, 
which is soaring beyond all anticipa- 
tion. Practically the entire demand 
is concentrated on red and brown 
leathers. Black leathers are practically 
a drug in the market. This brings a 
great demand upon the leather tanners 
for certain kinds of stock. The tanners, 
on their part, hesitate to put raw 
material into the works until they 
have definite orders, which naturally 
creates a shortage at a time when the 
demand for these leathers is the greatest 
One manufacturer, who 
happened to have a few dozen skins 
of red Russia calf left over from a lot 
which he had purchased in 1915, said 
last week that the price of this same 
stock today would be not less than 
75 cents a foot more today than four 
years ago, adding that probably the 
advance is even more today. 


103 


A POETICAL TRIBUTE :; 
To the Passing of a Friend 


A unique and strikingly beautiful 
tribute to the late John V. Finn, 
formerly of C. S. Marshall Company, 
shoe manufacturers of this city, is 
paid by Albert Doyle of Wall, Streeter 
& Doyle, Inc., North Adams, Mass., 
Mr. Doyle is a resident of Brockton 
and was related by marriage to the 
late Mr. Finn. Verses written by Mr. 
Doyle, appropriately illustrated, tell a 
story of Mr. Finn’s wedding and sub- 
sequent happy married life, closing 
with thoughts on his untimely death. 
These are printed on a little folder, 
the frontispiece of which bears a 
striking likeness of the late ‘Jack’ 
Finn as he appeared in wedding day 
garb. Mr. Doyle, who has achieved 
an enviable reputation as a writer of 
verse, has in this recent tribute touched 
a new note in this work. 


TO BUILD NEW FACTORY 


Development of Local Real 
Estate 


The Acme Heel Company of this 
city has purchased the property on 
North Montello Street occupied many 
years ago as a home by the late Frank 
E. White, formerly a prominent shoe 
manufacturer in this city. On this 
property the Acme Heel Company will 
erect a brick structure of five stories, 
140 by 115 feét. The concern will 
occupy three floors of the building 
and will lease the remaining two floors 
to other parties. The New York, New 
Haven & Hartford railroad being direct- 
ly at the rear of the building, a spur 
track will be installed for shipping 
conveniences. 


Haverhill 


SYSTEM IN SHOE PRODUCTION 
Increased Efficiency in Local Factory 


Emery & Marshall Company, manu- 
facturers of the ‘“E&M Line of 
Quality” in women’s welts and turns, 
are systematizing each department of 
their plant on a basis of thorough effi- 
ciency, From blue prints showing each 
of the seven floors in the building plans 
have been developed, which, when 


worked out, will give this concern as’ 


complete a factory system as could be 
desired. From top to bottom of the 
extensive plant a reorganization is to 
be effected. Each floor is on a new 
working basis. The cutting room on 
the seventh floor of the plant now has 
a capacity of 5000 pairs daily. Work 


begins the present week under the new 
conditions. Upper stock, linings, pat- 
terns and other necessary supplies 
are so arranged as to insure smoothness 
and speed in production. The cutting 
benches are so arranged near large 
windows that ample’ daylight—a most 
important item in a factory cuttirig 
room—is assured at all times. 


Turns and Welts Separated 

The turn and welt goods are produced 
on entirely separate floors and the 
work of each is so arranged as to bring 
it through these rooms with the highest 
possible degree of efficiency. _ The sole 
leather and its fitting are arranged in 
a most convenient manner, while the 
packing and shipping departments are 
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THE AMERICAN HIDE & LEATHER’ COMPANY manufactures 
twenty-six kinds of Chrome Calf and Veal Upper Leather: eighteen kinds of 
Chrome Side Upper: nine kinds of Combination and Bark Tanned Side 
Upper: six finishes of Splits; Bag, Case, Fancy, Collar Leather and Welting. 
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SOME AMERICAN HIDE & LEATHER COMPANY’S TRADE- 
MARK LEATHERS— Calf:—Tan Royal, Royal Kid, Box, 102 Box, 
Ooze, Willow, Titan, Cadet, Empire. Side Upper:— Bronko Patent, Mil- 


waukee Patent, Bison, Boris, Ottawa, Radium, Sheboygan Calf, Trojan, Zulu. 









































SOMETHING NEW 
AND BETTER 


Underhill’s method of cutting the inside section 
of his spats one-half inch wider than the outside 
is a distinct advance in the art of making spats 


that fit. 


Because shoes from front centre to back seam are 
one-half inch longer inside than outside (a fact 
not generally realized) spats to fit correctly must 
make due allowance for this difference. 


But Underhill is the first to apply the idea, with 
the result that these spats are BETTER FITTERS. 


Made in top quality by first grade workmen. 


FOR PROFIT’S SAKE BUY AND SELL 
UNDERHILL’S SPATS 


G. F. Underhill Co. 


58 COLDEN ST., NEWARK, NEW JERSEY 
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No. 188 


Boys’ or Ladies’ Plug Oxford, eed 
Chrome Upper, TEXTAN SOL 





Ladies’ Plug Oxfords, piehegeny Chrome Upper, 


Oak Sole, tside Heel 





At Once Shipment 








Genuine Goodyear 


Stitched with Welt 


STYLE 188 
Or Oa © csc nacueed $1.85 
STYLE 50 
i RR $1.00 
ON RET: 1.10 
SS sisi chaseae 1.25 
STYLE 785 
6 te 5... scat $2.00 
STYLE 52 
Oi Mi aalatliatiaiiislaal $1.05 
834 to 11. See 
ca dean gent 1.40 


E. J. RAMSEY CO. 


967-973 Atlantic Avenue 
BROOKLYN, NEW YORK 


She 


OFFSIDE 
SEAM 
THAT MEAN 
PERFECT 
FIT 








Tan Lotus Ankle Tie, Oak Sole. 





Play Oxford, Tan Lotus Upper, Elk or Oak Sole. 
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arranged in a way which insures speed 
in these departments. In short, the 
entire factory, under this new arrange- 
ment, will work not only for efficiency 
but for the highest grade of shoe pro- 
duction in the ““E&M”’ line. Sherman 
H. Marshall, head of this house, 
says: ‘‘We intend that our plant shall 
represent the best as regards factory 
system and we have spared no expense or 
effort in this regard. Our business 
has grown to a remarkable extent, and 
through our new factory system we are 
providing methods which will assure 
satisfactory results to our customers.” 


SHOE FIRM FOR HAVERHILL 


New York Concern Will 
Factory 


Have 


Beginning about July 1 the Duane 
Shoe Company of New York City will 
have a factory in Haverhill. A floor 
of the C. S. Marston Company plant 
has been leased and will soon be ready 
for occupancy. The Duane Shoe Com- 
pany manufactures women’s high grade 
turns for the retail trade. The plant 
will have a daily output of about 400 
pairs. This is the second shoe manu- 
facturing concern from New York City 
to locate in Haverhill during the past 
three months. Another is to follow, 
thus indicating that Haverhill is en- 
joying a high reputation as a center 
for the manufacture of high grade 
footwear. 


ADDRESS BY SOLDIER- 
MANUFACTURER 


Local Organization Hears Young 
Haverhill Man Talk 


Lieut. Everett Bradley of the Bradley 


Shoe Company, who recently returned 
from overseas, where he was in the 
Air Service of the American Expedi- 
tionary Forces, addressed the Haverhill 
Rotary Club on June 5 at their weekly 


noonday luncheon. His subject was 
‘Aeroplane Observation,” as a result of 
his experiences in that branch of the 
service. Lieut. Bradley gave his hearers 
a striking story picture of the work 
done in photography in connection with 
the planes. He had a valuable ex- 
perience as an observer and instructor, 
and his talk was most interesting to 
all his hearers. 


NOW PRODUCING SHOES 


Concern Re-entering Business and 
Showing Samples 


Liberty-Durgin, Inc., who recently 
re-entered the shoe manufacturing busi- 
ness to make a line of women’s high 
grade welts, are now producing their 
initial line of these goods and have 
samples ready to show. Their enlarged 
plant on Hale Street is one of the most 
commodious in the city, with new 
machinery installed and every modern 
facility for the skillful production of 
their line. 


Shoe Manufacturer Resumes 
Business 


Sherman C. Hazeltine, formerly en- 
gaged in shoe manufacturing in this 
city as a member of Haseltine & Colby 
Shoe Company, which latter concern 
recently discontinued business, will 
again engage in the production of foot- 
wear in Haverhill. With him will be 
associated Edwin Blackburn, who was 
with the former concern. The factory 
location will be on Washington Street. 


Will Have a Georgetown Factory 


C. S. Marston Company, manu- 
facturers of men’s shoes, will vacate 
a part of their present accommodations 
in this city, utilizing the factory in the 
nearby town of Georgetown, to take 
the place of the space leased to the 
Duane Shoe Company. 


St Louis 


WHOLESALE SHOE HOUSES 
Considering the Situation 


The wholesale shoe houses of St. Louis, 
whose salesmen have been crowding 
orders in during the last few weeks, are 
beginning to take account of stock, so 
to speak, and are considering the ad- 
visability of withdrawing their men 
from the road at least until the leather 
market stabilizes and it is safe to take 
orders against leather not yet bought 
or in stock. Manufacturers generally 
are watching closely the tendencies in 
the big leather markets and are watch- 


ing with some apprehension the evi- 
dence of heavy buying on the part of 
foreign interests, which they believe to 
be the cause of the more recent ad- 
vances in leather. 

St. Louis manufacturers, generally, 
however, were fairly well fortified by 
early purchases, at least, so far as the 
normal needs of their trade were con- 
cerned, but the volume of .shoes on 
order in comparison with the amount of 
leather available at prices already 
quoted is beginning to make it necessary 
to watch the situation closely and avoid 
selling into a period within which 
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leather prices might seriously affect the 
profits if manufacturing had to be done 
on higher priced materials. 


AT LABOR CAPACITY 
Very Good Business 


St. Louis plants are operating up to 
their labor capacity, which, however, is 
only about 65 to. 70 per cent of the 
factory capacity under full labor supply. 
All concerns report very satisfactory 
business, with the volume running 
ahead of last year in dollars, and in 
many cases in numbers of pairs. With- 
in the next six weeks, salesmen are 
expected to be brought into head- 
quarters for the new samples, and in 
consequence the manufacturers are 
willing to go a little slow on the taking 
of orders until they have had time to 
review the situation and determine 
what is best to be done in the light of 
the leather conditions. 


MUCH ACTIVITY 
In Retail Stores 


Retail shoe stores and departments 
are operating with activity on Summer 
goods, and are selling more and more 
heavily on white shoes, thus corroborat- 
ing the predictions of the past, that the 
Summer would be the heaviest white 
season the country has ever known. 
As has already been indicated in previ- 
ous reports, the high-grade demands 
run to white kid, while for medium 
price footwear cabrettas are being taken 
and in the still lower priced footwear, 
canvas and other fabrics are being 
called for. Retail merchants report 
that the public is apparently willing to 
pay whatever price is asked for what- 
ever they may happen to want, having 
either the money or a_ philosophical 
turn of mind which enables them to 
accept with equanimity the conditions 
now prevailing. 


WANT PRESIDENT WILSON 
To Visit St. Louis 


In an effort to induce President 
Wilson to make his first public appear- 
ance after his return from Europe in 
St. Louis, Chairman Jackson Johnson 
of the Board of Directors of the Inter- 
national Shoe Co., who is also President 
of the St. Louis Chamber of Commerce, 
accompanied by a special committee 
appointed for the purpose, plans to go 
at once to Paris, if the time permits, to 
extend a formal invitation to the Presi- 
dent there to visit St. Louis immediately 
after his return to this country. The 
matter of arranging passports for the 
committee was put before the proper 
authorities at Washington during the 
past week with a view to expediting the 
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MEN'S VENTILATED BETE No. 28 
(ADJUSTED TO SIZE BY TURNING HANDLE) 


We are quite sure you will agree 
with us when we say that every 
thoughtful buyer today is looking 
for goods that will give the maxi- 
mum of wear for money expended. 
When you call your customer's 
attention to Miller Shoe Trees you 
show at once your interest in the 
wear of the shoes after they are 
sold. 


Miller Shoe Trees keep shoes in 
shape, increase their life of use- 
fulness, and preserve their good 
looks. 


You know how it is— Why not 
tell your customers? It is bene- 


‘ficial to the customer, and po 


able to you. 


Catalog and complete information 
for the asking. 


SHOE TREE DIVISION 


O. A. MILLER TREEING 


MACHINE COMPANY 


BROCKTON, MASS. 
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IT’S SO EASY 


to make general statements about a 
merchant's credit. 


IT’S NOT SO EASY 


to make recommendations with re- 
gard to particular transactions. 


OUR CREDIT CHECKING 
RECOMMENDATIONS 

Say, “Ship” or “Decline.” 
MR. RETAILER, 


better write us today for advice as 
to your credit standing. 





The Credit Clearing House 
‘*Builders of Better Credits”’ 
Executive Offices: 440 Fourth Ave., New York City 
Branches in all important cities 























Arthur Wallace Shoe Store, Boston, Mass. 
‘Seated With 


AMERICAN INTERLOCKING SHOE STORE 
CHAIRS 


These chairs increase your seating capacity over 


settees or four-legged chairs 
They afford more comfort to your patrons, because 


each has an individual restful seat. 
They are the most durable and economical typeof 


Shoe Store Seating made. 


AMERICAN SEATING (OMPANY 


Boom 61 10 vo St. 
“NEW YORK CITY 
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committee’s trip as much’ as possible. 
If it proves impracticable to go through 
to Paris, the committee will meet the 
President on his landing on the Atlantic 
Coast and extend the invitation then. 


INCREASED SPACE 
For The David P. Wohl Shoe Co. 


The David P. Wohl Shoe Co., which 
has been located at 1401 Washington 
Avenue, has completed its removal to 
new quarters at 1216 Washington 
Avenue, where a building was remodeled 
for its use and an entirely new front 
built into the structure. The company 
deals exclusively in women’s style foot- 
wear and has progressed so rapidly 
during the past three or four years as 
to need increased space, which it now 
occupies in a three-story building at the 
number given. 


G. EDWARD LIPPMAN 
In a Venture of His Own 


G. Edward Lippman, who recently 
resigned from the management of the 
footwear department of the Jas. Clark 
Leather Co., with plans for a venture 
of his own, has announced that he will, 
on July 1, open a new wholesale jobbing 
house, dealing exclusively in women’s 
style footwear,’ at 1627 Washington 
Avenue. Mr. Lippman will incorpor- 
ate his company at once with ample 
capital to carry out his plan and has 
been for the past few weeks in the East 
making his selections for his Fall lines, 
which he will stock at once for his 
opening. Mr. Lipman has long been 
well known in the St. Louis shoe trade, 


and has been a successful manager of 


business for others, which has led him 
to make the new venture for himself. 


A NEW FACTORY 
J. E. Harding Associated 


The W. T. Moore Shoe Company has 
been organized in St. Louis to do a 
general shoe manufacturing business, 
and has leased 8,000 square feet of floor 
space in the Rumsey Building at 19th 
and Pine Streets, where it will begin 
operation as soon as the necessary 
alterations and installation of equip- 
ment can be completed. J. E. Harding, 
formerly of Rochester, N. Y., is as- 
sociated with the new enterprise. 


FLAG DAY 
Observed June 14 


Observance of Flag Day, June 14, 
Was participated in by a considerable 
number of shoe houses of St. Louis, as 
a result of an intensive campaign 
carried on prior to Flag Day by the 
Public Celebrations Committee of the 

=F 


- most modern manner, 


BOOT AND SHOE RECORDER 


Chamber of Commerce. The plan 
carried out was the arranging of special 
celebrations in each establishment, for 
which speakers and song leaders were 
provided by the Celebrations Com- 
mittee. The observance of the cere- 
monies embraced not only the head- 
quarter houses, but the factories of a 
considerable number of St. Louis 
concerns. 


FACTORY CONSTRUCTION 
Going Ahead Rapidly 


— The construction of the new factory 
building for the McElroy-Sloan Shoe 
Company, at Washington Avenue and 
Twenty-first Street, is 
being pushed as rapidly 
as conditions permit in 
order that the capacity 
of the company may be 
increased at the earliest 
possible moment. The 
structure, as shown by 
the illustration, will be 
of the most modern type, 
as fully lighted as en- 
gineering science can 
make possible, and com- 
pletely equipped in the 


both as to operating 
machinery and provision 
for the comfort and wel- 
fare of the factory force. 

This company, which 
has beenreporting steady 
gains during the current 
year, came to the front 


this week with still an- ® : Rigs. 


other gain for the month 

of May, showing an in- 

crease in shipment 

of $146,714.04 for the month and an 
increase of $480,204.43 for the calendar 
year to date. 


JAMES W. JUMP 
A Visitor in City 


James W. Jump, formerly one of the 
best known shoe salesmen traveling out 
of St. Louis and for many years a 
director of the Peters Shoe Company, 
was a brief visitor in St, Louis the 
present week. Mr. Jump has been 
living for a number of years at Los 
Angeles, Calif., having retired from 
active business. He passed through 
St. Louis as head of the Al Malaikah 
Chanters of Los Angeles, en route to 
Indianapolis, to attend the annual con- 
vention of the Nobles of the Mystic 
Shrine. While in St. Louis, Mr. Jump 
was the guest of a delegation of shoe- 
men and other old acquaintances, as 
well as a committee from the Amphion 


Club, a singing organization of which 
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Mr. Jump was vice-president_whileJhe 
lived in St. Louis. 


A CONVENTION FUND 
Campaign Raised $100,000 


The -wholesale shoe interests have 
been actively represented during the 
past week in. a campaign being carried 
on by the St. Louis Conventions and 
Publicity Bureau to raise a fund for the 
work of bringing conventions to St. 
Louis: The bureau has been particu- 
larly successful in the past in drawing 
large meetings to the city and the 
campaign was for the purpose of raising 
sufficient money to increase the activ- 












































A fund approxi- 


ities of the bureau. 
mating $100,000 annually was ob- 
tained during the campaign, the shoe 
team workers being led by R. D. Cor- 
lett of the Brown Shoe Co. 


ST. LOUIS ADVERTISED 
By Co-operative Work 


In a series of ‘Romances of St. Louis 
Business,’’ which is appearing as dis- 
play advertising in the St. Louis news- 
papers, the St. Louis shoe industry was 
made the subject of a full page descrip- 
tion and illustration recently under the 
heading, “Shoes and the Man, the 
Story of St. Louis’ Biggest Industry.” 
The advertisement, which is in the 
interest of the market as a whole, was 
published by the co-operation of the 
Brown Shoe Co., the Hamilton-Brown 
Shoe Company, the McElroy-Sloan 
Shoe Co., and the three branches of the 
International Shoe Company, viz.: 
Roberts, Johnson & Rand, The Peters 
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Yes--We Have Dark Ts Tan 


Oxfords for Immediate Delivery 


The three numbers listed below are being called for daily 
by dealers who know the great merchandising value of 


KEITH’S KONQUEROR SHOES 


No. 956 Low Shoe 
“ 750 High Shoe 
*“* 741 High Shoe 


Refer to our catalogue for description and prices. 
have none, send for copy. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 





High Grade Shoe Buckles 





RHINESTONE— 


600 STYLES—FROM 85cts. TO $18.00 THE PAIR. 


CUT STEEL— 
THE LARGEST LINE IN THE COUNTRY TO- 
DAY AT $1.00 TO $20.00 THE PAIR. 


BEADED— 


IN JET AND STEEL AND COMBINATION. 


METAL— 
IN OXIDIZED GUN METAL NICKEL, $4.50 TO 
$12.00 DOZEN PAIRS. 


Fichtman - Alexander Co. - 
36-38 EAST 20th ST., NEW YORK, N. Y. 

















June 14, 1919 











If you 

















[ MEDALIA | 





Duplicate Orders Are Proof 
Conclusive That 


MEDALIA HOSE 


GIVE SATISFACTION 


G. & A. WISE niceties 
130 FIFTH AVE., NEW YORK 
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and the Friedman-Shelby. The text 
of the advertisement told briefly the 
history of the St. Louis shoe industry 
from its humble beginning prior to 1880 
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and carried it down to the present time 
with its annual production and ship- 
ment of approximately $130,000,000 
worth of footwear. 


Boston 


SHOE MANUFACTURER’S 
SUDDEN DEATH 


Prominent Member of Trade Passes 
Away 


Colonel ,William B. Arnold of M. N. 
Arnold Shoe Company, North Abing- 
ton, Mass., died suddenly at his home 
in that town on June 6 in his seventy- 





COL. WILLIAM B. ARNOLD 


first year. Colonel Arnold was born in 
Abington in 1848 and after receiving an 
education in the local public schools, 
entered the shoemaking business with 
his father. He later took up last 
making. 


Enlisted at'an Early Age 


In his sixteenth year he enlisted as a 
private in the Massachusetts Volunteer 
Cavalry and served throughout the war 
until he was mustered out in November, 
1865, with the rank of colonel. He had 
a brilliant record as a soldier and was 
one of the company of Union soldiers 
who escorted General Lee to General 
Grant’s headquarters following the 
surrender at Appomattox. After the 
war, Colonel Arnold engaged in business 
with his brother. He developed in- 
ventive faculties in shoemaking acces- 
sories, taking out many patents in these 
lines. The hinge last, which he pat- 
ented as a member of the Krentler and 
Arnold Company, came into universal 


use. The Arnold flex-welt is another 
one of his patents which has become 
widely known through its use in the pro- 
duction of shoes. He is survived by 
his widow and four children; Edward 
M., Homer A., and R. Stanley Arnold, 
also Mrs. Leonard Chandler, all of 
Abington. 


Many Delegations at the Funeral 


The funeral services of Colonel 
Arnold, which took place from his late 
home in North Abington on June 9, 
were attended by many business asso- 
ciates, delegations from trade organiza- 
tions, members of the Grand Army, 
Masonic Fraternities, Ancient and Hon- 
orable Artillery Company and others. 

One of the largest delegations was 
from the New England Shoe and 
Leather Association and _ included: 
Lewis A. Crossett of L. A. Crossett Inc., 
North Abington; Alfred W. Donovan 
of E. T. Wright and Company, and 
Herbert T. Drake of the Emerson Shoe 
Company, Rockland: Phil H. Fraher 
of the United Shoe Machinery Corpora- 
tion, Boston, and Alexander A. Bur- 
nett of A. C. Lawrence Leather Com- 
pany, Boston. The bearers were 
Thomas and John Arnold, brothers of 
Colonel Arnold; and Warren and John 
White, brothers of Mrs. Arnold. There 
was a wealth of floral offerings. In- 
terment was in the Arnold mausoleum 
at Abington. 


SHOE FIRM’S SALESMEN’S 
MEETING 
Representatives of South Shore 


House Get Together 


The annual get-together meeting of 
salesmen representing E. T. Wright & 
Co., Inc., Rockland, Mass., will take 
place at the factory beginning June 16. 
The following salesmen representing the 
house are expected to be present: 
George W. White, J. H. Hannan, 
Charles York, Sam H. Fuller, H. M. 
Langel, Clarence Bobay, Fred Pitcher, 
P. C. Jenkins, G. T. Gaines, Ed. J. Sul- 
livan, C. B. Lanning, Charles Brand- 
man, Harold Burnett, Ralph Weil, Wil- 
liam Crowley, E. C. Harrold, Charles 
H. Brown. 

The object of the meeting is to talk 
over the coming séason’s samples and 
business conditions generally. The 
salesmen will be addressed by members 
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of the concern and given thorough in- 
formation regarding factory matters. 
The meeting will continue during the 
remainder of the week, after which the 
salesmen will return to their respective 
homes. 


M. MARTIN STOLLMACK 
Guest at *“*Recorder’’ Office 


M. Martin Stollmack, advertising 
manager for the Diamond Shoe Com- 
pany, New York, was a guest at the 
“‘Recorder”’ office this week. 

Mr. Stollmack visited the Boston 
market in connection with business for 
his firm. He spent some time also at 
the Brockton office of the company. 


SOUTH AMERICAN SAILINGS ~ 
New Service Starts June 15 


The United States Shipping Board is 
about to inaugurate a new steamship 
service between this port and River 
Plate, which service will begin on June 
15, when the steamer Lake Flynus of 
42 deadweight tons will load here for 
South American ports. Five steamers 
in all will be allocated by the Shipping 
Board for this line. Sailings will be at 
intervals of about two weeks. The ves- 
sels will carry general cargo and will 
probably dock at Commonwealth Pier. 


IN BOSTON JUNE 23 
Messrs. Sachs, Isaacs and Hyman 


Messrs. A. H. Sachs, Arthur Sachs, 
H. Isaacs, and Joseph B. Hyman, all 
representing the E-Z Walk Manu- 
facturing Company, New York, will 
open headquarters at the Hotel Essex, 
Boston, on June 23 and remain there 
during the buying period. The three 
gentlemen first named will devote 
themselves more particularly to the 
business of the felt shoe and slipper 
lines of the house, while Mr. Hyman 
will devote his energies. entirely 
to the presentation of the E-Z Walk 
arch supports manufactured by the 
concern. 


New Shoe Stores 


Royal Shoe Store, Portland, Me. 

E. J. Denny, Minden, Neb., shoe 
department. 

Max Losner, 
department. 
* James M. Erwin, Harrisville, N. H., 
shoe department. 

Hayland Mercantile Co., Hayland, 
Neb., shoe department. 

Newark Shoe Co. (M. Samuels & Co., 
Inc., Proprietors), Wichita, Kan. 

Walk-Over Boot Shop, Snell Shops 
Bldg., Fort Dodge, Iowa, to open 
Aug. 1. 


Tampa, Fla., shoe 
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Shoe Style Show 
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F. S. Elam Shoe Co. Established 1896 
rene MANUFACTURER 
ay me for for the retail trade 
er. n y 9 
Infants’ First-Step Shoes INFANTS 
Rochester N.Y. Snappy Flexible 
TURNS 
———— Top Grade Soft Soles SSS SSE * 






Rochester, N. Y. 







Receiving So Many 
Orders for Fall 
Delivery? 


It must be that our quality 
merchandise is appreciated by 
the buying public. 

Make a reputation for your 
store by featuring soft sole 
shoes from 


George J. Wilson 
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Levinson Shoe Mfg. Co., Ine. 






“a Turns and Welts |) == Inc. 
or Jobbers Exclusively — Builders of Infants’ Footwear ————— 
== The House Without Competition JULY 7-12 






Largest Chil dren's Shoe 
Factory in N. Y. State 


ROCHESTER, N. Y. 





POWERS HOTEL 
Rochester, N. Y. 












Rochester, N. Y. 





HOME-OF-INFANTS-FINESHOES 
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PHILADELPHIA SHOE TRAVEL- 
ERS HOLD INTERESTING 
MEETING 


Consider Affiliation with National 
Council—Urge Combined Trade 
Outing 


There is every indication that the 
Philadelphia Shoe Travelers’ Associa- 
tion will, like the New York Association, 
become a charter member in the 
National Council of Traveling Sales- 
men’s Associations. This, together with 
the contemplated action of the national 
body of shoe salesmen along the same 
lines, should result in giving the shoe 
trade a dominant voice in this Council, 
the purpose of which is to look after the 
interests of traveling men generally in 
matters pertaining to legislation,.rail- 
road rates, taxation and various govern- 
ment rulings. 

At the recent meeting of the Phila- 
delphia Shoe Travelers, the question 
of taking this action was brought up in 
a communication from L. M. Gerson, 
who is a member, both of the Phila- 
delphia and the New York Associations. 
Only favorable comment was heard on 
the proposition and a resolution was 
passed calling upon President Arthur S. 
Rayfield to call a special meeting of the 
association before July 1 to act upon 
the proposal. 

Action must be taken before this 
date if the association is' to become a 
charter member of thé council and 
obtain the greater degree of represen- 
tation thereon, to which such member- 
ship would entitle it. 


Combined Trade Outing 

A committee was appointed, follow- 
ing a suggestion made in a communica- 
tion from J. Frank Oberfield, to confer 
with the wholesale and the retail 
organizations in the Philadelphia trade 
on the plan of holding a combined 
outing or picnic in July. 

Despite the fact that members and 
prospective members have been on the 
road through a very busy season, Leon 
Bett, chairman of the membership 
committee, reported considerable . suc- 
cess in the membership drive. Four- 









Traveling, Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


STL AATAAMTATOTAAAAOAOEANOGODODULOAOOO SUAVE AAMOAS LA OOCACGUCAAGUALUACCG ECACC OOLCAUACAACOOCAMACGOU CUENTA TATU 


teen new members have been obtained 
in addition to the twelve who have 
joined the association during the first 
three months of this year. 

Five new members were received into 
the association at the recent meeting. 
They were B. Schonfield, Clement R. 
Bond, Edward Williams, Louis R. 
Friedmann and John F. Twohig. 


Is It Ethical To ‘‘Butt In?” 


The question of when it is, or is not, 
an ethical crime for one salesman to 
‘butt in” with his samples on another 
salesman who is showing his line and 
what dire sentence should be passed 
upon the guilty one, was brought up in 
the peculiar stand taken by a delin- 
quent member. 

This member, it would appear, had 
not paid his dues, nor taken any active 
interest in the association for a year 
or more. When urged to fulfill his 
obligations and maintain his privileges 
in the association, the committee re- 


ported, he countered with the unusual . 


defense that a certain other member of 
the association had “butted right in” 
on him and thrown out his own samples 
in front of a merchant to whom he was 
showing his line. Until the associa- 
tion saw fit to mete out due discipline 
to this other member for his ‘‘crime”’ 
of a year or more ago, he, the injured 
party would not deign to recognize the 
existence of the body. 

It was agreed in informal discussion 
that this was not a very courteous 
thing for one salesman to do to another. 
It was also a subject of comment as to 
whether or not the association should 
assume jurisdiction in the matter. It 
was still more a matter of wonder that 
the injured party “did not get up on 
his hind legs and tell the other fellow 
where he got off!” 

The consensus of opinion was that 
there are some funny people in the 
world and that the matter was one 
which‘ had best be referred to the board 
of governors for diplomatic investiga- 
tion and adjustment as it should deem 
best without mentioning any names in 
the open meeting. 
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Posthumous Letter Read 


Secretary-treasurer James L. Scan- 
lin read to the meeting a letter from R. 
Dale Wilson, a member of the associa- 
tion serving with the United States 
troops operating in Russia on the Arch- 
angel front. News has since been 
received of Mr. Wilson’s death in 
action. 


Resolutions of Condolence 


Resolutions of condolence also were 
adopted on the death of Joseph I. 
Meany. 

GOOD REPORTS 
From A. S. Bierfield 


A. S. Bierfield, who travels Northern 
Indiana for Harsh & Chapline Shoe 
Co., Milwaukee, writes that during his 





A. S. BIERFIELD 
With Harsh & Chapline Shoe Co. 


fifteen years’ experience on the road he 
has never found it so easy to sell shoes 
as it is at the present time. 

““Most merchants who are posted on 
conditions are eager to buy;’’ states Mr. 
Bierfield, ‘“‘especially so since we are 
on an advancing market. I find that 
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ON THE BEACH 
THE PROMENADE—THE TENNIS COURT—EVERYWHERE 


' Smartly attired people are wearing White Shoes this season more than ever before. 
They are asking for a dressing that will keep their shoes a spotless white. 


LING 
UC fie DRESSING 


gives that delightfully soft, dove-white appearance that satisfies. It cleans and 
dresses all Buck, Nubuck, Suede and Canvas Shoes, and all white duck fabrics. 


_-IT WILL NOT RUB OFF IT WILL NOT INJURE THE SHOE 


‘United Shoe Machinery Corporation 


BOSTON 
BRANCHES 
Auburn, — repeater s 7 Main ehoste, City, N.Y... ae DE I ss. bck cn 37 Warren 
Brockton, Mass.......... 93 Centre yuma; PAgO6.. 2. sale roa Philadelphia....... 221 Nort’ 
Chicago.......... 18 South Market Marlboro, Mass....... 11 Florence ate aes a roan 
Cincinnati.......... 708 Broadway Milwaukee............. 258 Fourth Rochester, N. Y........... 3 





Haverhill, Mass.......... 145 Essex New Orleans..... ;--. 216 Chartres St. Louis................ 1423 Olive 
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the progressive buyer is not only filling 
the holes in his shelves, but is inclined to 
anticipate his wants for the next ten 
or twelve months to come. It looks to 
me as if anyone who is willing to get out 
and hustle can get a big volume of 
business under present conditions. 


Cc. F. LUDWIG REPORTS 


Good Business with Real Mer- 
chants 

C. F. Ludwig, who covers eastern 

West Virginia and Western Virginia 

and all of Eastern Maryland for the 





Cc. F LUDWIG 


Enroute for trade. 


Graham-Bumgarner Shoe Company of 
Parkersburg, reports that business from 
his territory is good and says “‘condi- 
tions, as to future business with real 


merchants, are good. The bigger mer- . 


chants are better acquainted with 
leather conditions and are buying 
freely. The big majority believe that 
prices will be advanced right away. 
The ‘Recorder’ is a valuable help to all 
shoe salesman.” ‘ 


KREEP-A-WA SALESMAN 
Entertained at Danville Factory 


Traveling salesmen of the Blum Shoe 
Manufacturing Company were given 
an enthusiastic reception by members 
of the firm and special entertainment 
was planned for them during the past 
week at the Company’s plant at Dan- 
ville, N. Y. The business meeting, 
which was disposed of first, was well 
attended by the salesmen, only five of 
the entire staff being absent. 

Among those who attended the busi- 
ness session were: Mr. Eastham of 
Dennison, Texas; Mr. Rigger, of Rich- 
mond, Virginia; Mr. and Mrs. Hooker 
of Greensboro, N. C.; C. J. Vegiard, of 
Rochester, N. Y.; W. J. Pettie, of 
Madison, Wis.; Mr. Matchie, of Co- 
hocton, N. Y.; B. Lander, Paul Blum, 
John Schwingle, Frank Foote, James 
Gorham, all of Dansville, N. Y., and 
Sales Manager, Paul J. Huver. 

An all day outing taken by the sales 
force, included an automobile trip to 
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Letchworth Park, Retsof and Conesus 
Lake. The guests were also dined at 
an invitation in the cafeteria recently 
fitted up by the Company for the use 
of the firm’s employes. 


THE EGYPTIAN HUSTLERS 
Hold Seventeenth Convention 


The seventeenth convention of the 
Egyptian Hustlers, an organization of 
traveling salesmen, including many 
shoe drummers, was held at Okawville, 
Thursday, Friday and Saturday, of 
last week, and was very largely at- 
tended. Dancing, vaudeville, parades, 
athletic events and other features pro- 
vided entertainment for those in at- 
tendance. The athletic features carried 
with them many valuable prizes which 
were awarded to the winners and the 
total value was estimated at approxi- 
mately $3,000. 

The new officers of the burial fund 
association of the organization are: 
President, H. G. Dressler; Ist Vice- 
president, C. Pourcelay; 2nd Vice- 
president, Nicholas Linck; 3rd Vice- 
president, Geo. C. Probst; Secretary- 
treasurer, A. Katzenstein. New officers 
of the Hustlers, are: President, Wm. 
Boland, St. Louis; Vice-president, Her- 
man S. Kanuer, Ava, Ill.; Treasurer, 
Geo. H. Hussman, St. Louis and Sec- 
retary, Frank C. Bastin, Carbondale, 
Tl. 

MAJOR EMERSON 
Makes Record Trip 

Major Emerson, with Dunn and 
McCarthy, Auburn, N. Y., made won- 
derful time from Belgrade, Serbia, to 
Boston, last month, in just eleven 
days, a record trip for such a distance 
in these after-war times. 

He was in Red Cross or similar work, 
and secured passage on the Olympic, 
arriving in Halifax, May 16. 

The steamer brought 6,000 American 
soldiers on that trip. 
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¥ . CINCINNATI TRAVELERS 
First Summer Meeting this Week 


The Cincinnati Association of the 
National Shoe Travelers held its first 
meeting of the Summer season the 
latter part of the week. All but a few 
of the boys from the local factories are 
home from their trips which in every 
instance were successful. 


C. E. Ford in South ¥ 


C. E. Ford, an aggressive shoe sales- 
man with the Harsh and Chapline Co. 
of Milwaukee writes to the ‘“‘Recorder”’ 





Cc. E. FORD 
With Harsh & Chapline Shoe Co. 


from Shreveport, La., that conditions 
in his territory were never better. 

Mr Ford says that he has traveled 
the Southern territory for ten years 
and has never before seen such a wave 
of prosperity. ‘“‘Merchants of Louisi- 
ana could not make business other than 
good if they tried,” said Mr. Ford. 


Worcester, Mass. 


A NEW STORE 
To Open for Business Soon 


G. R. Kinney Co., Inc., has leased 
from the Tayler Real Estate Co. for a 
time of year the large store at 158 
Front Street, and will open for business 
in about ten days. Mr. Hart, who 
comes from Ohio, will be manager. 
The store will be one of the largest shoe 
stores in Worcester. It has two large 
windows. A basement department will 
be installed. E. H. Krom, a member 
of the firm, was in Worcester this week. 

The G. R. Kinney Co., Inc., is also 


opening a new store in Springfield» 
making sixty-two retail stores in the 
chain. 

A BUSINESS CHANGE 
Hart Shoe Co. New Owners 
The Sample Shoe Store at 151 Main 

Street has sold out to the Hart Shoe 
Co., of Fitchburg, which is now running 
a sale to reduce the stock. The new 
owner plans to make extensive altgra- 
tions, including a new up-to-date front, 
all new fixtures, and put in a modern 
system of shoe selling. V. E. Belair is 
the new manager. ; 
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Leather Market Continues Active 


Supplies Are Closely Taken on Receipt with Output Sold Ahead for Months by 
Some Tanners---Record Prices Prevail with No Indication of Easier Conditions 


There is no let-up in the demand 
for leather and the excitement incident 
to high prices and shortage of stock 
continues. The demands for export 
keep the market closely sold up and 
orders are being turned down by tan- 
ners regardless of price. It is also 
difficult to fill orders taken some months 
ago and shoe manufacturers cannot get 
deliveries as required for making up the 
shoes which were ordered some time 
ago. 

There has never been a time like the 
present and the talk of conservatism or 
boom prices has not yet had any ap- 
preciable effect on the situation. So 
far as the highest qualities of calf and 
kid are concerned it is not a matter of 
price, but of getting the material. 

The hide market continues on its 
upward trend and it is impossible to tell 
at this time what the end of the ad- 
vancing tendency will be. With 
packers talking 80 cents for June calf- 
skins and with sales of April’s and 
May’s at 75 cents it does not appear un- 
likely that calfskin leather will soon be 
selling for $1.00 a foot. Colored calf 
is selling at from 65 to 85 cents and in 
some instances at 90 cents a foot. 
Ooze calf is quoted at $1.10 to $1.25 a 
foot. 

Resort to Other Leathers 


This is having the effect of driving 
manufacturers to the so-called cheaper 
leathers and the better finishes of side 
leather are being sold up very clean, 
with the output of some tanneries sold 
ahead for months to come. Some calf 
leather which was selling at 60 to 65 
cents per foot a year ago is now quoted 
at 95 cents and $1.00 a foot. Great 
activity prevails in all lines of the better 
grades of upper leather, and there is no 
indication of 4 change. 

The sole leather situation is very 
strong and the combined domestic and 
export demand is so cleaned up that 
consumers must wait until new stock 
comes from the tanneries. 


Further Advances in Shoes Talked 


The effect of all of this is that manu- 
facturers are talking now of still further 
advances in shoes, and despite the re- 
sistance which was made to advanced 
prices last season it now appears that 
another advance will be forthcoming 
for the next season. With such chang- 
ng conditions and advances taking 


place almost daily in the raw stock and 
finished leather markets, the shoe man- 
ufacturers can hardly take orders for 
shoes at a price when there is no telling 
what further advances or changes will 
be made before he gets ready to make 
the shoes. In addition to this he faces 
changing labor conditions in the matter 
of price and there is little security that 
any condition will be the same a few 
months after the orders for shoes are 
placed. 

The remedy for this is not neces- 
sarily to hold out of the market or 
curtail normal purchases. If a shoe 
merchant is over-stocked that is a 
different consideration. But to cur- 
tail buying with an expectation that 
lower priced leather would result is 
very apt to bring disappointment. 
Changes occur almost daily and any- 
thing like fixed prices is out of the 
question. We give quotations below 
on the staple grades of sole leather. On 
upper leather, however, the range is 
so wide that quotations would be con- 
fusing. 

Much side leather is being moved, 
particularly in colors. It is quoted at 
from 45 to 65 cents for colored, 40 
to 60 cents a foot for black. There 
are some excellent finishes on buck, 
white and colors, at 65 to 85 cents a 
foot. On side leather best finishes have 
become stronger than ever, due to 


the shortage of calf and kid. There is 
a great demand for shiny leather for 
domestic and foreign use at a range of 
from 50 to 78 cents a foot. There is 
a very strong call for cheap leather, 
with a price stronger and an advanc- 
ing tendency. 


Goatskin Situation Acute 


The situation in raw goatskins is 
more acute than ever. There is great 
competition to secure all the supplies 
that come in and prices paid are reach- 


‘ing unheard of records. Many of the 


foreign markets.are practically closed 
and places which have heretofore been 
the greatest source of goatskin supplies 
have gone to tanning themselves and 
there will be less available skins for 
this country. It is freely predicted by 
some of the larger manufacturers of 
goatskin leather that kid shoes will 
sell as high as $18 and $20 a pair before 
the Summer is over. 

If we may judge by the shortage of 
leather and the conditions which pre- 
vail in Europe through shortage, it 
is not at all unreasonable to suppose 
that the best grade shoes of calf and 
kid will be selling at $20 a pair in the 
American market before the first of 
the year. This is, provided that the 
shortage continues and that those with 
whom price is not a serious matter are 
determined to have the best in foot- 


Sole Leather 
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Chrome, S. A., dry hide, 7% to 10 iron sides ....... 
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Hides and Skins 
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No. 129 


SEA-ISLAND 


OXFORDS AND PUMPS 
IN_ STOCK 


In sufficient quantity for the prompt 
and complete filling of your order. 
TRY IT 
60 Lines Now in Stock 
See Catalog No. 15 


SEA-ISLAND BLUCHER OXFORD, TURN L B. EVANS’ SON CO., Wakefield, Mass. 
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No. 214 
SEA-ISLAND PUMP, TURN 








Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. 


‘UPut-On” 
Detachable Rubber Heels 


Not a fad, but an article of proven worth. 


“U-Put-On” Heels—put on like rubbers—mean 
increased comfort for the wearer and save the 
dealer’s time. And they bring new customers 
into the store. 

Made [in black, tan, gray 
and white to fit all sizes 
French or Louis Heels. Re- 
tail at 50c. with liberal trade 





















a 


wear. All of this is bound to affect 





it was very unfortunate that some 


discount. 


If not supplied, ask your 
jobber or address 


ROBERT E. MILLER 

Sele Manufacturers 

11-13 Broadway 
New York 











MISCELLANEOUS 





the so-called cheaper grades of leather 
and create a higher trend throughout 
the market. 


Increases Greater in Other Lines 

While such conditions are creating 
considerable excitement in shoe and 
leather circles it must not be overlooked 
that the general percentage of increase 
is still greater in such commodities as 
corn, wheat, cotton and wool. It 
c:nnot ‘be denied that there is a gen- 
eally highly inflated condition pre- 
\. iling in this country, but our industry 
ir this respect is by no means worse 
t2en others, nor as bad as some, but, 


people should have obtained the im- 
pression that with the signing of the 
armistice all commodities would in- 
stantly drop in price. There was noth- 
ing to warrant any such impression in 
hides and skins and leather values. 
The shortage in the raw products of 
our industry is general the world over. 





New Shoe Stores 
Wickman Bros., Cambria, Va., shoe 
department. 


U. S. Parker, Christianburg, Va., 
shoe department. 








Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus "Stocks o: 


SHOES 


No Quantity Too Large. Short 
Leases Taken 
GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 
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page per issue: 





Space 1 time 7 times 13 times 
jE ere $4.00 $3.00 $2.75 
2inch..... 8.00 6.00 §:25 
3 inch..... 12.00 9.00 4.40 
4inch..... 15.00 12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 








SITIONS WANTED—Three cents per word for each insertion. 
Minimum amount accepted, ae. For other. “Want” - 

vertisements, five cents per w each insertion. 
26 times 52 times amount accepted One Dollar. Ads Sant this will be pee mem 
$2 50 $2 00 up to five o’clock Tuesday P.M. When advertisers answers to 
" come in care of this office, pepe words must be allowed in each adver- 
4.75 4.00 tisement for address. When advertisers desire forwarded direct 
7.00 6.00 to their adi each word of the address must be counted in the 
. . advertisement and paid for ly- Answers to ads must be sent 

9.00 8.00 under letter 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 





SALESMEN WANTED 





LINE WANTED 





ANTED—Experienced Practipedist and shoe 
salesman in exclusive shoe store in Indiana. 
Splendid oportunity for right man. State full 
as and salary in first communication. 
eplies strictly confidential. Address Maxwell- 
Brown Shoe Co., Sullivan, Indiana. 


ALESMAN wanted to carry as a side line a 

short specialty line of 7 bore school McKay 
shoes. Only salesman with established trade need 
apply. Territory open: Iowa, Minnesota, North 
and South Dakota, Nebraska, Missouri, Kansas, 
Indiana, Michigan, Ohio, Kentucky. Apply to 
the Excelsior Shoe & Slipper Co., Cedarburg, Wis- 
consin. 








ANTED—Salesman on men’s high grade shoes» 

experienced man only, for Kentucky and 
Ohio. Address B341 care, Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ANTED—Salesman for lowa—Colorado— 

Utah—W yoming, with line of men’s welt 
shoes. Only experienced —_ with established 
trade in this section need appl Address B342, 
care Boot and Shoe Recor ~ 207 South St., 
Boston, Mass. 


ANTED—Experienced enleomen with "esteh- 
lished trade on men’s welt shoes, for Virginia, 
West Virgiflia, Maryland, Delaware. Address 
B343, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED— —This Pre is ‘intended only Ser good 
men who are now successfully selling women’s 
shoes to the retail trade and who have an estab- 
lished trade and acquaintance in territories which 
they are now covering. e have room for 
men in Ohio, Tennessee, Kentucky, Minnesota, 
North Dakota, South Dakota, Missouri, Kansas 
and Texas. Write us fully about yourself and 
your experience, also give references. We will 
not write your present employer without your 
rmission. Address B345, care Boot and Shoe 
ecorder, 207 South St. ‘ Boston, Mass. 
EXXPERIE =NCED salesmen wanted for Southern 
States. We carry on the floor and sell for 
immediate delivery men’s medium-grade welts. 
Good values. 5 per cent commission. Give 
references. Address B335, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ANTED—Salesmen with established trade to 

take side line of Keds—Tennis anu White 
canvas shoes. States open: New York, Cen’ 
Pennsylvania, Delaware, Virginia and West 
Virginia, North and South Carolina, Georgia, 
Florida, Illinois, lowa, Kansas, Nebraska, Texas, 
Louisiana, Mississippi, Kentucky, Tennessee. 
Address B328, care tt and Shoe Recorder, 207 
South St., ‘Boston, Mass. 


ALESMEN WANTED—In every State to 
handle a line of pop priced chil "s and 
infants’ turns. Forty styles in stock; 5 per cent 
commission—5 per cent discount—values ex- 
ceptional. Give references. Address B318, care 
raed a Shoe Recorder, 207 South St., Boston, 








GALESMEN—Our increasing capacity will per- per- 
mit us to take on a few more lesmen in 
different parts of the counts, Men’s and boys’ 
work and semi-dress shoes. Made in Milwaukee. 
Commission basis only. Luedke 


No side lines. 
Milwaukee, Wis. 


Schaefer Shoe Co., 





Salesmen Wanted 


Experienced men with established trade 
to carry a leading in-stock line of Boys’ 
shoes. Commission only. Splendid op- 
portunity for young men with experience 
selling jobbing lines. Territories open: 
New York State; Obio; Indiana; I[linois. 
Add: in giving details of 
experience. 


Address B 293, care Boot and Shoe Recorder 
207 South Street, Boston, Mass. 














WANTED 


Experienced Shoe Salesman for Louisiana, also 
for East Texas, for Spring 1920 campaign. 
State age, experience and line you are handling. 
HAGERSTOWN SHOE & LEGGING CO. 
Hagerstown, b 














POSITION WANTED 


GHOE department manager desires change. Now 
has charge department selling ladies’ fine shoes 
exclusively. Contract expires Sept. Ist. Refer- 
ences furnished. Address B344, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


GALESMAN for Philadelphia and surrounding 
territory. Live young man, hustler, pleasing 
personality, desires securing line suited for the 
better class of trade. Hardest niet of worker. 
Best of references. Address S. O. F., 272 S. 3rd 
St., Phila., Pa. 


GHOE salesman desires to connect with reliable 
wholesale concern to travel. Have had retail 
experience in all lines. At present managing retail 
store in large av. Can furnish satisfactory ref- 
erences. Age 32 years. Address B339, care ‘Boot 
and Shoe Seantian. 207 South St., Boston, Mass. 




















HELP WANTED 


WANTED—Experienced Salesman and Window- 
Trimmer, high-class Christian. State salary, 
give references. Clothi ? and shoe otage, season 
or year. F. B. Guild, Lake Placid, N. Y 

ANTED—Window trimmer, card writer and 

advertising man for high class shoe store. 
Must be thoroughly posted and must be able to 
assist in selling when necessary. State salary 
expected and experience in application. Ike 
Kempner & Bro., Little Rock, Ark. 














MANAGER WANTED 


SALES 
MANAGER 


High grade executive is re- 
quired by a Middle West Shoe 
manufacturer, manufactur- 
ing women’s McKays. Ad- 
dress H. L. B., care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 

















Wi. ae line for Michigan and 
Northern Ohio. Have established business. 
pase years with former employer. Basis: traveling 

mses, drawing account; best of references. 
‘K dress B346, care 8 Best and Shoe Recorder, 207 
South St., Boston, Mass. 





GHOE salesman of experience and wide acquain- 
tance with 1, Coast dealers and buyers, 
wants a good line of shoes as a side line, on com- 
mission. Best references. Address B338, care 
— and Shoe Recorder, 207 South St., Boston, 








TO LET 








21,000 square feet — three 
floors, opposite South Station. 


S. E. Berman Leather Co. 
717 Atlantic Avenue 
Beach 4620 














FOR SALE 


i» SALE—Live wire and up to date shoe store, 
established 12 years, best location in town and 




















and Sivos } eh 
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WANTED TO PURCHASE MISCELLANEOUS 


LL allele ell sly Memphis Note S 


= '! The Sherron Shoe Company, corner “FISHER” 
S. Main and Union Streets, is making = d's 
the addition of a very large and at- 4 on 
: ; i HEEL d 
Pyne — _ on jo —e seen eel one 
side o eir store, nearly as large as SUPPORT 














Lo 7 


the first floor of the building, advertising Without + te & 
their shoe lines. Weak ‘Ankles 


W The Ben Spears Shoe Company has Prevents the Counters of Boots and 
Sh fi Ru Over. Easily A 
e Buy for Cash for its retail store been doing some at- plied. No Repai ir rtment should 
withou mm. 


ere. tee = tractive billboard advertising about 


Closeouts. the city. The New Improved 


ny i ape all —. — The Queen Quality section of the “E,W.” 


2 poe ge RM Bry-Block Mercantile Company has SHOE STRETCHER 


what you have for sale. been doing some attractive wall sign will adjust alba 
Short Term Leases Taken 4s : I t 
We pay Highest Cash Value advertising for that line. yon an selec, mito 
VAN PRAAG & CO. Richard Storch, on North Main sizes: inves’ 13 ge 
; ; di - = joes can stretc 
Shoe Dept., Martin Posner, Manager Street, in his new building is showing across the base end or oe oe 
537 Broadway, New York, N. Y. some attractive windows and modern ~ ry on or wi 
Telephone 2248-2249 Spring styles in shoes. A veteran in the trade, F. Ww. WHITCHER co. 
the store is putting on new features : 


and modern ideas in their new place. 
. * . Mr. Grief, of Levi & Grief, dry goods 

Highest Cash P rices P aid and shoes, South Main Street, expects 

for entire shoe stocks. We also buy to visit the Eastern markets next 

your surplus or slow sellers. Quan- month. 

tities no object. Retail or wholesale. Fink &. Landau, dry goods ‘and éhoee 


Short term leases taken off your 
hands. 7 " South Main Street, near Vance Ave- 


Wire or Phone us __ nue, are showing men’s and women’s s “ENTIRE STOCK 


Correspondence Confidential shoes in their windows and carry 


stablished 1890 quite a line of shoes. Fi OR SALE “x 


GLAUBERG & CO. ° 
401 Broadway, New York, N. Y. 1S the message 


Phone Canal 4119 MISCELLANEOUS thati interests us 


We also purchase clothing, 
hats, furnishing goods, etc. We buy for cash, wholesale, retail or job- 


Every Shoe Store Needs © Children's clothing; men's and ladies 


CASH PAID a Pra pont Agua vos Moar 
” ren’s wearing apparel; dry goods; cot- 

“MANCHESTER : ton and dress goods. No proposition so 

for shoe stores or curpias | stocks athe of ghee (Trade Mark Reg. U. S. Pat. Off.) smallastoescape our attention— noneso 


or for other merchan large as to be beyond our control, 
over. We will send a representative to CURVED JAW CUTTING Ref: C cial A i 


investigate and make offer upon request. 
Max Kalter Mercantile Co. NIPPERS 

591 Broadway, New York City The only nipper 

Phone Spring 4573 made which is just the 

right shape to cut out 


We bu k and it cash F insi 
fo fo bey ot oak and pay a: Ler asa on the inside of 
“Quant asorehqudlien — 











i i i Tt 





a 
ale 









































Call, write, phone or wire 
HERMAN DORNBUSCH, Appraiser 


David W. Biow Co.’: 


520 Broadvay New York City 








QOD OOOO OOK 


~z ra hie “Manchester” 


Bank end mercantile reference. Trade Mark Reg. U.S. 
BROOKLYN PURCHASING SYNDICATE Pat. Off. 
FRANK WA wie 


ALKER tor ni are made of a " 
610 Broadway, Brookiyn Be enh & ptr Milbradt Rolling 





*Phone 2328 





nickel plated with a 
Z curved jaw that ena- Step Ladders 
WANTED FOR EXPORT ZI : bles you to cut the are made in a great man 

Slow Sellers tacks close to the in- styles to suit all kinds 

YOUR Dtosenthaned Numbers 5 sole. —- and “gg 4 

tocks ; : enable you 
En re Stocks ; x Be sure and specify along with tes help, save 
FOR CASH f “MANCHESTER” the wear and tear on your 


NEW YORK EXPORT aT RIA shelving and help the ap- 
PURCHASING CORPORATION ~ wah) me paramere Bhipped’ hipped. subject to ap- 
action 


515-517 Broadway, New York City, N. Y. a, a eet provel wand sa 


your dealer cannot sup- Write for our latest on 


DO YOU CONTEMPLATE : J ly you. i howine 1g ev of 
} fixtures 


Retiring or going out of business? Price, $4.50 "store 


wound of Soe - orig easy —o Frank W. Whitcher Co. Mitbradt 

Lenees, Rovian «stares see to suit defiat thinainet' Soll Weaaibaislaiag oe 
I. OLENI Chi Branch 

413 Broadway, New York 1 9531 Canal Boston, Mass. 323-325" W. Lake St ST. LOUIS, MO, 















































shoe merchants. The chief p 
h d the 


whic P prog 
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BOOT AND SHOE 


gr cme ara Geary ia es aera ee oe ee 
of the entire allied i dustries relating to shoes 

Annual Subscription in United States, $3.50; per copy, 25 cents. 
of the A ialed Busi Papers, Inc. Member of he Root 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


the “Boot and | 





RECORDER 


Conall, $5.00. 


Newspaper Ass'n. 
Entered at the Post Office, Boston, Mass., as second class matter 


rok 3 


their production and distribution 
Foreign, $7.50 


Member of Audit Bureau of Circulations 











BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass... .. 
Allied Shoe Co, ‘ + Newburyport. Mass 
Arnold, M. , Shoe Co., No. siingian. 

PN, os ai dhadddcedhen saan tense ‘s 
Baker S Shoe Co., The, Haverhill, Mass.... .. 
Bancroft-Walker Co., Haverhill, Mass..... . 
Barry, T. D., Co., Brockton, Mass......... 
Bass, Geo. H., Co., Wilton, Me............ 
Berlow, Elias, New York Ee 
Berry, A. H., Shoe Co., Portland, Me... .... 
Bluestein Bros., oo ane ai naa Ee 
Blum Shoe Mfg. Co., Dansville, N. Y..... - - 
Bradley & Metcalf Co., Milwaukee......... 

Cambridge Rubber Co., Cc woke Mass 
ai J. W. & Co., Nashville, Tenn., and 
(UM IC Peigiat enigE ae PPE PEF B 


























Guanes Shoe Co., New York City......... 
——. w= Shoe Co., Malden, Mass. . 
Cox, A & Son, Boston, Mass., and Port- 
BSE Soc woke sd.4 tine 60s 0 5050s 604.4 9% 9 
Dalton te. ‘Brockton, Mass.............- 
we gy fH Shoe Co., New York City........ 
Dodge. Nat. D., Shoe Co., Newburyport, 
DC DA si tadangs Odereetenest enon 
Duane Shoe Co., New York City........... 
Eaton, Chas. A., Co., Brockton, Mass. .... . 
Edmonds Shoe Co., Milwaukee 
Edwards & Co., Philadelphia . 
Eigner Shoe Co., | E+ rey Fe i 
Elam, F. S., Shoe Co., Rochester, N. 
Wakefield, Mass. . 


















































Nettleton, Co., A. E., Syracuse, N. 
Rochester, 


Newcomb-Anderson Shoe Co., 
























Truitt Bros., Inc., Binghamton, N. Y.. 
United States Rubber Co., New York City... 
Upham Bros., Shoe Co., Stoughton, Mass. . 





65 
90 





Evans Sons Co., L. B., 117 
Fiske Shoe & Leather Go., Boston. ......... 94 
Fox, F. J., Rochester, N. Y.. obabeenct, ae 
Freeland, ‘. H., Rochester, ee ey 112 
Goodger, W. C., Rochester, N. Y.......... 112 
Graham-Bumgarner, Parkersburg, W. Va. 28 
Griffin Co., W. H., Manchester, N. H....... 69 
Grover’s Sons, J. J., Sy” ee 30 
Harney Shoe Co., P. J., Lynn, Mass...... 64-88 
Harsh Chapline a Co., Milwaukee . napa 
Hoyt, F. M., Shoe Company, M . 
reset, Le Seer 6 
a en Shoe & Leather Co., Huntington, 7 
Ideal Vogue Shoe Co., Haverhill, Mass... . . 89 
Johnston & arnhy,. ‘Newark, N.J........ 90 
Ne we Mfg. Co., Milwaukee........ 76 
Keith, P. B., Shoe Co.,; Brockton, Mass. 110 
Kelley, oka, Inc., Rochester, i Wakes’ cae 9 
Kleine, a & Co., Ciieeme....... 62-70-89 
Knipe Bros., Inc., Ward Hill, Mass........ 94 
Knox Shoe Co., Milford, Mass............ 
cave Shoe Mfg., Co., Inc., Rochester - 
Lilly Co., Henry, New York k City... oh aed 94 
Lund-Mauldin Bg SS eee 83 
MacMaster, J. J., ee 4 RA 112 
Marathon Shoe Co., Wausau, Wis.......... 80 
Marshall, C. S., Co., Brockton............- 70 
Marston & Tapley Co., Danvers, Mass. 94 
Martin, A. H., Co., Rochester, N. Y. 112 
Mayer, F., Boot & Shoe Co., Milwaukee. .56-82 


Me biteth sbakibicheiwlis 64 bascacsnseees 12 
Noyes-Norman Shoe Oo., St. + ag Mo. 74 
Nu Baby Shoe Co., E. Ly — 89 
Nunn, Bush & Weldon oy an "Milwaukee 56 
Ogden Shoe Co., Milwaukee.............-- 56 
ae & Co., Boston........ 1 
Posner, Dr. A., Shoe, Inc., New York City 66 

abaug Rubber Co,. No. Brookfield, a. 67 

amsey, E. J., Co., New York City. ....... 106 
Regal Shoe Co., Boston, Taos apne SE 18-19 
Rhein Shoe Co., St. Louis................. 88 
Rice & Hutchins, Inc., | bia dmanaie eee 32 
Rosenberg, S.., Boston, Sree 26 

Russell, m., ‘Moccasin Co., Bestia, Mole 78 
Schindler. L. B., Shoe Co., Inc., The, New 

IIRL. ci.g.b:6. 08s 05.6 b+ menioede saatid 76 
I NS aie EA's sv 0 ok sawn Ge vee ba 74 
Smith, Wm., Banas. BOO AAA 95 
Stacy-Adams Co., Brockton, Mass........ 90 
Standard Felt Co., West Alhambra, Cal. .64a-64b 
esteem Shoe Co., The, So. Weymouth, 90 
Sto M.., Inv ing Co., New York ig 80 
Stylo ‘Shoe ta Syageapiaas 89 
Sullivan, P., & 'Co., Cincinnati, O.......... 21 
Thompson Bres., Inc., puadanen, Mase. . 90 
Timson Bros., Inc. . Bosto’ ape aap 88 
Tober-Saifer Shoe Co., St. Louis. 88 

74 





Index to “Where to Buy’’ 


Vinsonhaler Shoe Co., St. Louis, Front Cover, 88 
Weinbrenner, Albert i, Co., Milwaukee. 56 
Welch, Moss & Feehan Co., Haverhill, Mass. 76-98 
Wescott-Whittmore Co., The, Syracuse, N. 89 
Weyenberg Shoe Co., Milwau < ia ld 56-57-59 
Whitman & Keith Co., Brockton, Mass..... 90 


Williams, Clark Co., Lynn, re 4 
Wilson, George J , Rochester, N. Y........ 112 
Wright, E. T., Co., Inc., Rockland, Mass. . 100 


LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston. . . .104-105 
Baker & Kimball, Inc., Boston............. 91 
Beggs & —> 7. SS See 91 
Blumenthal, ilmingt 1 





y, W Del. 5 
Casko Shoe Fabsice Carp, Philadel Bisa * 


Castle Kid 6 Coreen Camden, N ea alc aue 1 
Creese & Cook anonapen, hl ... &91 
Gitterman, Henry, '& Co. , New Ton “City. 1l 
Henwood & Nowak, Inc., Boston.......... 76 
Hub Gore, Boston and New York.......... 91 
Hunt-Rankin “ee 59g | es 91 
Bee ee RP rare 
Keystone’ Leather =. spate. . .2d Cover 
Lawrence, A. C., ther Co., Boston....... 


Levor, G., &Co., Inc., Gloversville, N.¥ 
New Castle Leather Co., New York City. “iée-16b 
Pfister & Vogel Leather Co., Milwaukee. . . 56-58 
Rueping, Fred, Leather Co., Fond du Lac, 
Standard Kid Mfg. Co., Boston....... 
Trostel, Albert & Sons Co., Milwaukee. . 
Vaughan, Geo. C., Pea y, Mass. ........ 






FINDINGS AND SHOE STORE SUPPLIES 


Alterson & Co., L., New York City......... 93 
American Gaiter Co., Brooklyn, N. Y...... 80 
American Scales Co., Chi 


Brown-Durrell Co., — Y and Boston 77 
Decorators’ Suppl ccs cs 5 o's 
Dudley & Co., COiavena’? BR... 04.0.0 95 
Emery & rs, Inc., New York ee 81 
Federal Overgaiter Co., New York City. . 93 
Fitchman-Alexander Co., New York Cit ity. 110 
ass. 30 


Fleming & Keever Co., Northampton, 
Goodwear Leather Mfg. Co., = New York 


SD 0. hbase alas amin Sani s Cab 0 
Goodyear ‘ire & Rubber Co., Akron, O.... 79 





Kescot Co., Providence, R.I......... 
Laing, fet & Chamberlin Co., Philadephia 62 
Lyons, Hugh, & Co., aang. Mich........ 68 
Milbradt Mfg. Co., Bt Beat. :.:.49%ok.... 119 

— a. 0.3 A., Treeing Machine Co., Brock- 
SPEER FEE b> a 108 
Milles, Rob’t, Inc., New York City 117 
nken, Oscar, Co., Cincinnati........ fair hia 
Premier Gaiter Co., Inc., Ee cS ee 70 
Ramsay & Co., H. W., Boston............- 93 
Schiff Jewelry Co., New York | oy ae 62 
Streit, C. F., Me. \s The, Cincinnati, O.. 


Underhill Co., G. Philadelphia......... 06 
U. S. Rubber ‘Co. New York City... Front Cover 


West Virginia Pulp and Paper Co., New 


York and Chicago.................. a ee 78 
Whitcher, Frank W., Co., Boston........ 78-119 
Wise, G. & A., New York City............. 110 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, oe 


Sant Se Shoe Bepeiing & ere 93 
Aristo Products, N ork, je a woo oki 76 
Armstrong Cork Co., Pittsburg, SS 63 
Griffin Mfg. Co., Inc., New York City...... 93 
Rogers Fibre Co. ., Bosto’ Ry EE cccccsba 24 
United Fast Color Eyelet Co., Boston...... 22 
United Shoe Machinery Corp., Boston... ... 114 
United Shoe Repair Machine Co., Boston.. 102 
Wade & Co., A. averhill, Mass....... . 76 


Whittemore Bros., ,» Cambridge, Mass. 66 


MISCELLANEOUS 
American Shoemaking Pub. Co ............ 68 
Atlantic Printing Co., Boston.............. 92 
Biow, David W., Co., New York City...... 119 
Boot and Shoe Workers’ — Seatee,, acai Ot 


| et National Bank, Boston.......... 
a Purchasing S one ge 119 
‘erminal Sales Bl s.. oye "York City. .60-61 

p= bam pipes tulle sees Bhs 95 
Chicago National hoe Exposition aPAY,- 
Credit Clearing House, New York City. 
Sy oe ee pees 
Everett Press, Boston................. 
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PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription 
Boot and Shoe Recorder is $3. 
advance, which includes postage in the 
States, Cuba, Hawaiian Islands, Phili 
bya and Mexico. The price for Canada 


FOREIGN N’ SURSCRIPTION <TH price to. all 
foreign countries —- the pt 4 ra 50 
year, including postage 
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sit | LOUIS OFFICE: B. Gott Lege Mans. B. C 


NEW YO ORK OFFI ICE: Room 102, Graham Bidg., 
7 Deane | ~ H. Walter Scott, Manager. 


mers Nag : 
PHI DELPHIA ¢ OFFICE: 929 Chestnut St. H. 


Wal oor ee 
HAVERHILL ‘OFriCe, Chamber of Comniperce 
ag ig pe National Bank Bldg. 


CINCINNATI Orrte CE: 501 First National Bank 
» wen, Manager. Telephone 
ain 6: 


ROCHESTER OFFICE: 609 Powers Bidg. 
a Lo Seward, Western New York Rep- 
Linn Telephone Stone 6314. 


‘OF FICE: Fred A. Gannon. 
MILWAUKEE OFFICE: B. C. Bowen. Manager. 
ie Office: 2 Rue des Italiens. L. Hubbard, 


London Office: John C. at md Manager. Man- 


= House Cc. 
malin Office: Cromwell Building, Melbourne. 


Nea H. Elsum, Manager. 
ARGENTINA. : Gerente, C. M. Elizondo, Calle 


alcarce, 150 Buenos 
I Gerente, Leon Combacau, Ruaid6 
Janeiro. 


ance 5 Rio de 
4 A. Cucurull, Casilla No. 3028, 








pt. " Me ’yokohama, J. F Ww 
ai 3 Z agen, 
Manager. 
Gases & & - New York City........... _ 
Goodrich, B. a , Rubber y-% x ‘ba Cover 
rieco, Co., 1 Art, Chicago sn ; 
Printing Co., Boston............. 32 
Kalter Merc. Co., Max, New York oS 119 
New York ion, 
Oe Ns 5 ob nin ink .c 6.) <d dt eeet one 119 
» 1, Now York City... ..0 .sdecsdees 119 
Style Show. 85 
Boston........ 95 






Root, F. S., Co., 
Tolman Print, Brockton, Mass. . 
bs eg Electrotype pale Cambridge, _ 
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DR he > pomgemerees 


ETRE RS ER AIA. 


SSS AE EARS 


THE GIRL WHO PLAYS A SOCIAL ROLE, WHO HAS 
HER SHARE OF DANCES AND ENJOYMENT, KNOWS 
THE VALUE OF BEING SMARTLY SHOD. 


FOX OXFORDS, PUMPS, AND SLIPPERS GIVE THE 
PRESTIGE OF SMARTNESS TO THEIR WEARERS. 
DEALERS KNOW—AND THEIR NUMBER IS INCREAS- 
ING—THAT FOX DESIGNS AND PATTERNS COMPEL 
BUYING INTEREST. AND INTEREST IS ACCELERATED 
INTO PURCHASE THROUGH FOX FOOTERY PRICES. 


UNCOMMON IN QUALITY, BUT UNIVERSAL IN APPEAL, 
FOX FOOTERY ENDEARS ITSELF TO THE FEMININE 
MIND. 


FOR INDOOR OR OUTDOOR WEAR, IN BRIGHT AND 
CONSERVATIVE COLORS, DEALERS WILL FIND FOX 
FOOTERY PARAMOUNT IN SALES AND ATTRACTION. 


CHARLES K. FOX, Ine. 
Haverhill, - - - Mass. 


CHICAGO: Great Northern Bidg. 
BOSTON: 54 Lincoin Street 
NEW YORK: Marbridge Bidg., Broadway and 
34th St., Room 632 
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| The Shoe that Jack Built | 


WESTERN MADE 


IN STOCK 


14. Repeat Sellers 
CARRIED IN STOCK 






The three styles shown 
here are dark mahogany 
calf, cordo calf, black 
kid. 


You want snappy styles; 
good workmanship; and 
reasonable values. ‘These 
shoes have all this and 
western quality added. 


























Our catalog or 
samples on request. 


PULLMAN LAST 


Marion Shoe Co., Marion, Ind. 
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Conditions in the upper leather 
market are unprecedented. It 
is more important to shoe retail- 
ers than it ever was to know 
something of the policy of man- 
ufacturers of leather. 


Despite increasing costs of raw skins and labor, Standard Kid is 
graded in accordance with an established and unalterable classifica- 
tion. The price of a grade may change, but never the quality of 
the grade. 

We assume the obligation that every grade of Standard Kid must 
be all that customers expect in quality and uniformity. 


For the last few years we have always been sold ahead several 
months. Today we are sold ahead on Black Kid to the end of the 
year. There is no better proof that Standard Kid is worthy of your 
confidence. 

We can accept orders for deliveries after September of all colors 


except Black. 

Color 18 Field Mouse 

Color 8 Gray 
are in good demand for Fall shoes. These skins are guaranteed to 
be colored thru with pure dyes. instead of being coated with a pig- 
ment or paint finish. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 
~ 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 
Factory, Wilmington, Del. 











AGENCIES 


CHAS. A. BRADY, ROCHESTER, N. Y.  -~ F. W. BAILEY & CO., ST. LOUIS, MO. 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 


KID 


GUARANTEED SELECTIONS 


STampano xi oe 
@osr 


} KID’ 
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Wherever there is a White Shoe 


there is a customer for 


The WHITE CLEANER 
“It Keeps White Shoes White.” 


There are two sorts of customers—those that come 
back for more and those that don’t! 


Every ‘“‘ Blanco” sale you make 
means a satisfied customer. 








“Blanco” makes friends because it does its work 
well— because it is so easy to use—because it Is so 
convenient—in fact, because it is in every way 
satisfactory. 


It is worth while stocking a line that sells itself, sells quickly, 
and keeps on selling. 


Order your stock to-day. 
All jobbers have it. 


Sole Manufacture 


JOSEPH PICKERING & SONS. LTD. 


/ SHEFFIELD, England. 














THE “F. B. & C.” 


Manufacturing Chain 





F. Blumenthal Company 


Wilmington, Delaware. 


fi ts of Glazed Kid and 


of high class raw material.” 




















Output: One Million Skins Monthly 





QUALITAS PATENT LEATHER CORPORATION 


Wilmington, Delaware 
All classes of Patent Leathers 





FEBECO LEATHER CORPORATION 


Wilmington, Delaware 


All varieties “ Side Leathers 


il 
olde ore 
—— Gate Cer 
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Stores using a complete N. C. R. System 





HEN a customer goes into a store and 

sees an up-to-date National Cash Reg- 
ister on the counter, he knows at once that 
he is going to get quick, accurate service. 


If the proprietor of that store is asked why he 
uses a National Cash Register he will reply 
that it is a labor-saving device that helps him 
just the same as labor-saving machinery helps 
the manufacturer, railroad man, farmer, and 
mechanic. 


When a customer makes a purchase in a store 
using an up-to-date National, he can not help 
but notice how quickly the clerks hand out 
parcel and change. He notices how careful 
they are—the smart, modern appearance of 
the store—the good service and. prompt atten- 
tion that he gets. 


Customers are also quick to notice the good 
values that such stores are able to offer; the 
accurate printed cash register figures; the 
freedom from disputes; the absence of errors. 


can give the public good service 








Keeping store rec- 


ords by hand is as 


out of date as trav- 
eling by stage or 
fighting with bows 
and arrows. 








Without a cash register 












The most progres- 
sive stores all over 
the world are using 
and endorsing 
National Cash 
Registers. 


Machine-made records 


National Cash Reg- 
ister records are 
printed and accu- 
rate. They protect 
merchant, clerk, and 
customer. 








(WE Thame YOU FOR TOUR PATRORAGE 
PUUSE CALL AGA 


De-100 -0001 sa14-19 
_ Aswoun = ee 


Retura ® tn case of error or exchange 








Careful, accurate clerks 





N. C. R. quick service 


Cash Register serv- 
ice is the fastest in 
the world. It makes 
shopping quick, 
pleasant, and con- 
venient. 


An up-to-date 
N. C. R. System is 


) a powerful force in 


training clerks to 
be careful, accurate, 
and quick. 


eT 








A modern N. C. R. System is a business necessity because it 
does so much to increase business and reduce expenses 


The National Cash Register Company, Dayton, Ohio 


Offices in all the principal cities of the world 
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NUBUCK 















NUBUCK 


REG. U. S. PAT. OFF. 


HE Name and the Thing. 


The two are Inseparable. 













The name carries to manufacturer, 
dealer and wearer the assurance of 
definite quality, and is conditioned 
upon the faith of the makers in the 
product. 


Look for the Name. 


Nubuck was originated and is tanned 
exclusively by 























A. C. Lawrence Leather Co. 


161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Gloversville 




























Cincinnati 








WEILDA BLACK DIAMO 


NATO 
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Fred Rueping Leather Company j5 


Fond du Lac, Wisconsin 


Established 1854 


REG. U.S. PAT. OFF 


Upper leathers in Calf, Veals and 
Sides —Black and Colors—Smooth 
and Boarded. Used extensively on 
account of mellow feel, fine break and 


good cutting qualities. | 





— BRANCHES— 
Cincinnati Milwaukee 
Chicago San Francisco 
Northampton, Eng. 
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Wine Cordovan 
Brown Cordovan 


Russia Calf Bals 
“Classic Last” 


In-Stock Styles 


(Read Descriptions Below) 


$600—(Unbranded), Classic Last, Wine 
Cordovan Bal., Calf top to match, Heavy 
Single Sole. Widths, AA to D. .Price $7.60 


S601—(Unbranded), Classic Last, Russia 
Calf Bal., Dk. Cherry Shade, Single Sole, 
Rubber Heel. Widths, AA to D. Price $7.50 


S$602—(Unbranded), Classic Last, Brown 
Cordovan Bal., Calf top to match, Heavy 
Single Sole, Widths, AA to D. .Price $7.60 


S603—(Unbranded), Statler Last Russia 

; Calf Bal., Dk. Cherry Shade, Single Sole. 

Prices subject to change Widths, AA to D Price $7.50 
without notice For at once shipment 


Stock Styles Folder—or—Sample Pairs Upon Request. 
If Interested to See Our Complete Line When Our 
Salesman Is Next in Your Section, Write Today. 


HOMPSON_ BROS._IN 
MEN’S FINE SHOEMAKERS 
—— BROCKTON 


RK BOSTON CHICAGO 
207 Essex Street 35 South Dearborn St. 


Address all Communications to Brockton (Campello) Mass. 


NEW YO 
1017 Flatiron Bldg. 








7. 
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Poach 


Style 189—White Castle Kid, Whole 
juarter Sateen, Imitation Turn, a inch 
Half io Heel, 


fon ak ¥X7 7 , 34% to 74; G, 
r ; BC 
D, 2% to rim et, 30 $0 deve $5.25 Dd Oya { 


Price subject to change without notice, 


De Pe Style 186—White Nile, Whole Quarter 
Oxford, Welt, White Welting, 2%<-inch 
Half Louis Covered Heel, Plate, 89 Last. 


AA, 4to 7; A, 3% to 8; B,C, D, 2% to 
8. ‘Net, 30 days $4.25 


S OQ ral Va fal £ y) Price subject to change eco notice. 


[n 
Your 


Gj, Yo Ley, S 


_ VISIT OUR EXHIBIT 
CHICAGO SHOE 
Style 187—White Nile, Whole Quarter EXPOSITION 


ba } aden Welting, es 
or Ip. -inc itary, Kee 
Last. AA, 4to7; A,3to7; B,C, D,24 HOTEL MORRISON 


s to7. Net, 30 days $3.75 
Price subject to ott without notice. JULY 7th to 11th. 


| i Style alg J Nile Colonial 
- ~ ~~ . J ite ti \-inch W. ered 
ra olter 5 \ ( } lo 2 \/ Half Louis Heel, Fie go Lest AA, 4to 
" = Bele ie i”, 744: A, 3 to8; B, C, D, 2% to8. an 


> ° ae hy. 30 days 
‘Gitatontalecha 


Price subject to change without notice. 
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The Whole Family Admires 


and with good reason, those lustrous comfortable, long wearing 


shoes made from 


NOVILLA KID 


This leather has every desirable quality possessed by genuine glazed kid 
and some which the latter does not have. 


Novilla Kid Will Not Scuff 


That’s a great sales argument for you because it’s the most frequent criticism 


of glazed kid shoes. 


Moreover, shoes made from this superlative leather are more popular 
priced because the manufacturers’ cutting costs are lower. 


Specify NOVILLA KID on your next Kid shoe orders. 


CASTLE KID COMPANY 
CAMDEN . . . NEW JERSEY 
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al Get Ready For the Dress- 
ing Demands to Come 


The two Griffin dressings described here will meet the needs 
of the majority of your customers during the Spring and Sum- 
mer months. They are designed particularly for the shoe 
materials that will be most generally worn. 

Of course they are representative of the Griffin quality, and 
that means that they will do the maximum of work and give 
absolute satisfaction. 

If these should not meet with the requirements of YOUR own 
trade, write us, for we have “A Dressing for Every Shoe’’ and we 
can supply YOUR need no matter what it may be. 





All goods shipped F.O.B. 

New York. On orders of 100 

Ibs. or over (which would take 

in one gross of the small or 

A large buck andcanvascleaner, wi aight & 

or one gross of the Lotion | lOlion cREAM 

Cream 3 oz. size) we make | 

an allowance of 75c per 100 

Ibs. If the rate to your 

city is less than this, we 

would pay the entire 


WHITE BUCK AND CANVAS CLEANER Barges. If more, this al- 
Forjall white anaes. lowance would be deducted: 
Peeaeasestreue tildes from the actual rate. 

Small size, $13.50 per gross, $1.15 per doz. 

Large size, $21.60 per gross, $1.85 per doz. 


GRIFFIN MFG. CO. 


69 MURRAY ST. 
NEW YORK, U.S.A. 





























$1.75 per doz. 
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Ls 


THE LEADING COLOR 


FOR FALL 1919 
LEVOR — N°8 


BEAVER BROWN 











OUR OTHER POPULAR SHADES ARE 
COLOR nN? | LEVOR WHITEST WHITE 
COLOR N°23 LEVOR TRUE GRAY 
COLOR N?°63 LEVOR HAVANA BROWN 








PRODUCED IN THEIR USUAL HIGH GRADE UNIFORMITY BY 


G.LEVOR « CO..,1Nc. 


GLOVERSVILLE, N.Y 


NEW YORK-88-90 GOLD ST. 

ST.LOUIS LEATHER EXCHANGE BLDG“BOSTON 145 SOUTH ST. 
ARTHUR S. PATTON LEATHER CO. + * THE G.LEVOR CO, 
MILWAUKEE -THE A.R.MAUVELLER CO. 

258 FOURTH ST. 
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o Cover the Markets of the World 


“THE  HEEOROEM TIO 


World Domination In 
Shoe Trade Publicity 


CORD 
ee 





i) serve the ‘needs of buye 
of American shoes. leathers 
and kindred products.c © 











World-Wide Buying Influence 


More than 18,000 of 
the largest buyers of shoes, 
leathers and allied products 
receive Recorder Publications 
regularly, in every important 
trading center of the world. 
The circulation of Recorder 


BOOT AND SHOE 





Publications represents an 
annual buying power of over 


One Billion Dollars! 


You will be surprised to learn 
how moderate is the cost of a 
year’s advertising campaign in 
the Recorder Publications. 


RECORDER PUBLISHING COMPANY 


207 SOUTH STREET 


224 Moraine St., 


BROCKTON: 
Geo. W. R. » Manager. Tele- 


phone 507. 


- BOSTON, MASS., U. S. A. 


DOMESTIC OFFICES 


NEW YORK: Room 102, Graham 
Bldg., 127 Duane St. H. Walter 


CENCINTATI: 501 First National 
— Bldg., B. C. wen, Man- 
ot Main 655. 


CHICAGO: 189 West pSatiye > 
Telephone Main 1089. 
wen, Manager. 
ST. LOUIS: 1627 Locust St. B. C. 
Bowen, Manager. Manager. 
FOREIGN 


FRANCE: 2 Rue des Italiens, Paris. L. Hubbard, 
anager. 
GREAT BRITAIN: te hay ame Manager. Mansion 
AUSTRALIA: Cromwell Building, Melbourne. Wm. H. 
Elsum. 
ARGENTINE: Goxente, Cc. M. Elizondo, Calle Bal- 
carce 150, Buenos Aires. 
ido Alfandega 


BRAZIL: Gerente, Leon C 
204, Rio de Janeiro. 


h R 





PHILADELPHIA: 
St. H. Walter Scott, Manager. 
MAVERGREL« Chamber of Com- 
merce Rooms, i. 7 aw 
Bank Bldg. Geo. . Hill, 


Scott, Manager. Telephone 959 
Worth. ROCHESTER: 609 Powers Bldg. 
929 Chestnut Rossiter Ww 
New York Rasta. 
phone Stone 6314. 
LYNN: Fred A. Gannon. 
MILWAUKEE: B. C. Bowen, 
Manager. 
OFFICES 
br J. A. Cucurull, Casilla No. 3028, Santiago de 
CUBA: Py - ow S. Vidal y Vidal, P. O. Box 148, San- 
SPA Nita Gerente, Saget de Miguel, Librero-Editor, 
20 Fuencarral, Ma 
MEXICO: »: Gerente, = Elizondo, 4a Del Cipres 117, 


Mexico, 
JAPAN: : "Yokohama, Jj. F. Wagen, Manager. 


eT et ene een eT eH eH eH IIe eI eH UL @LLLLL  LLL 
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“Maintains a Standard Reputation” 


ACE CALF 


COLOR No. 75 








A smooth finish Ruby Red 
—the accepted Fall style— 


e ® ® ® w 


Also in boarded finish if desired 


S. Barnet & Sons, Inc. 


Tanneries at LYNN, MASS., U. S. A. 
Salesrooms, 75 South Street, Boston, Mass., U. S. A. 
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UR customers claim that they receive 

three times the wear from Nedlin— 
Soles that they did from the best of leather,”’ 
says F. A. Abiuso, of Sunbury, Pa. “*And 


when they buy NeGlin-soled shoes once, 


they always ask for them again.” 


Experience has conclu- 
sively proven that Nedlin 
Soles give extra wear to 
service shoes—men’ s busi- 
ness shoes, women’s 
walking shoes, boys’ shoes, 
and shoes for growing 
girls and smaller children. 






































Shoe salesmen have foundit 
to their advantage to point 
out to customers the extra 
wear, the added comfort 
and the waterproof feature 
of shoes that are bottomed 
with Ne@dlin Soles for 
economy and ease. 


Neodlin Soles 


Trade Mark Reg. U. S. Pat. Off. 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels — heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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shea Havana Brown fashion Plate 


EW Castle Leather Company Havana Brown Kid, Over- 
lapped Whole Quarter Blucher, Narrow Toe Last, 18-8 
Louis Covered Wood Heel. 


Made and Exhibited by 


I. MILLER, Brooklyn, N. Y. 
Judge Lt by [ts sers” 


New Castle Leather Company 


NEW YORK 


Boston Montreal,Can. Chicago 
and the F Principal Leather and Shoe Centres Ever rywhere 
Factory, Wilmington, Del. - 
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Uérrect Dodg' e 


For All Occasions 


IN STOCK 


We did not expect our prophecy 
about high prices to prove true so 
soon. Prices have advanced. Our 
shoes are not priced at replace- 
ment values. Orders at the old 
price will be filled as long as the 
stock lasts. 







inch, full Louis 
heel; long vamp, 
narrow toe. 

Price, $7.00 
Style 265 — Same 
in Havana Brown 
Kid. | Price, $5.50 


4 Style 279—Black 
Ooze Oxford, 24- 


Style 266 — Black 
Velvet Opera, 244- 
inch, full Louis 
heel; long vamp, 
narrow toe. 

Price, $4.25 








The Correct Dodge Shoes can only be obtained from our agents at 
their offices as published here or direct from us. 








Owing to embarrassment of orders we cannot accept orders for less than 12 pairs 
of any one style, and no samples submitted. 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 


Boston New York "Philadelphia 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bldg. 


Kansas City, Mo, 


Montgomery, Ala. 
537 Ridge Bldg. 


20 Galena Ave. 


San Francisco 


Chicago 
20 W. Jackson Blvd. 4]7 Pacific Bidg. 
G lorthern Bidg. 

Philippine Islands 
304 Roxas Bldg., Manila 


All goods sold F. O. B. Newburyport; terms, net 30 days. 
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The IE & M Shoe of Quality” 


ee A Style That Has 
Competition Stopped 








OCO Calf Welt §&§ 
Boot,seamlessand & 
perforated vamp 
and imitation tip. 
No. 18 Buck Top. 
Perforated lace 
row. 14-8 Cuban 
leather heel. On 
our No. 75 last. 


INNO nam oNNAMooor 
pate tee ee ee ee ee ee a a a ee ae ee a a eS | 


Ic 1c 1c 
a a es 


—— 1c 
lo a a oe a ols 


——— = 
a es 


Retails $14.00 


—— = as 
a ls 


= a 
rs I 


a es 
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3c OIC ee ee 


Here’s a wonderful 
profit maker for 
merchants. 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 


CHARLES L. MARKS 
Eastern City Trade and Southern Territory with New York Office, 
1008 Marbridge Building 


—— a 


—— = a 
a a 
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J. B. LAUGHLIN 
Throughout the Middle West 
WARREN H. TUCKER 
In New England. Office at 183 Essex Street, Boston 
LARRIE H. SASS 
On the Pacific Coast 
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OF BARBARA WELT 

















PROLOGUE 
introducing 


BARBARA — 





















































AY we present Barbara Welt, a lady of culture and breeding—a 
descendant of sturdy stock, the child of a union between the house 
of “Barbour” and the ‘“‘Welting”’ family. 


The symbolical Lady Barbara has taken upon herself the task of telling the 
trade of the merits of Barbour Grooved Endless ;Welting. 


She is going to appear with a becoming promptness twice a month on this 
page. Through her pleasing personality she hopes to so attract your atten- 
tion that you will look for her next appearance. 


For her initial appearance in this, the prologue of the series, Barbara con- 
tents herself with a bow and the brief statement that she represents the 
largest manufacturers of Goodyear Welting in the World. 


BROCKTON RAND CO. 2f°S*3°S . 





A shoe salesman lost an account he had had for years because the 
: dealer claimed the shoes were not giving as good service as formerly. 
On his next trip, he went to the dealer and told him that the factory 


had decided to line those shoes with “Redtin en x 


REC.U S PAT.OFF 


On the strength of this, he secured a trial order, and the dealer was so 
well pleased with the service of the shoes that the salesman not only 
got the account back again, but is selling him more than ever. 
From an actual statement by the dealer himself. 


FARNSWORTH, HOYT CoO. 


BOSTON 
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LENOX SHOES have been made in Philadelphia for nearly 


twenty years. 


They have always been called “A GOOD LINE.” 
‘and appreciate the value put in them from season to season and year to year. 


Shoe store managers like their clean, distinctive appearance 
It is remarkable how many pa- 


rents like the Lenox Trademark, because in twenty years a great many people become familiar with a good product, 
and many Mothers of todayfwore “LENOX SHOES” when they were growing children. 
An eminent buyerfof one of,the large department stores told us “We always made money on LENOX 











We have IN STOCK, ready to ship, the following timely Sandal styles 


Your mail order will be welcome, for we are proud of the orders that come this way from almost every state in the 
Union, for they show Universal esteem for this old, well known House, established ‘way back in 1875. 

















Misses’ Patent McKays, 1144 to 2, D and E 
Child's Patent, 8% to 11, D and E 

Infants’ Patent, 5 to 8, D and E . 
Growing Girls’ Brown Kid, 114% to 2, D and E 
Misses’ Brown Kid, 114% to 2, and E 
Child's Brown Kid, 84 to 11, D and E 

Infants’ Brown Kid, 5 to 8, D and E 





Misses’ Brown, full grain smooth side McKay, 114 to 2 
Child's Brown Full oor ‘smoth side, 84 to 11 
Infants’ Brown Full Grain Smooth Side, 5 to 8 








TURNS 


Infants Patent, wedge wr 3 to 8. Dand E 


Infants’ Patent, no heel, 1 to 5 
Infants’ Brown Kid, wedge heel, 3 to8, DandE 
Infants’ Brown Kid, No Heel, | to 5 





Terms 2 per cent, discount 40 days—net 60 days. 


Weimer, Wright ®& Watkin Co. 


Stock Department 


| 35 South Second Street, - - Philadelphia 
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MONDAY FRIDAY 


JULY JULY 
7th 11th 


























This is the first time in the ment under one roof in Chicago. 
history of the shoe business that It is more than a show. It is 
an attempt has been made to bring an Exposition—complete, care- 
together the most representative fully arranged, and of paramount 
lines of shoes, findings and equip- interest to shoe merchants. 


FIRST SEMI-ANNUAL 


CHICAGO NATIONAL 





SHOE 
EXPOSITION 


What You 
Will See--- 


You will see shoes from every 
manufacturing center of the United 
States. 


You will see children’s, boys’, 





girls’, misses’, men’s and women’s 


shoes. 


‘You will see all kinds of findings, 


supplies and equipment. 


You will see the vastest array of 
up-to-date shoe merchandise ever 


presented. 


5 Big Floors 
135 Varied Lines 








Lay all other plans aside and make 
arrangements NOW to visit Chicago 
on July 7th to 11th. You will benefit 
far beyond expectations. It will be 
a revelation to you. 


Held under the auspices of the 
Shoe Travelers’ Association of 
Chicago—Dave Davis, Secretary, 35 
S. Dearborn St., Chicago. 
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Your Shoes! 
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The Val Duttenhofer Sons’ Company 
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The Onginal 
Full Grain Black 
Glazed Horse 


Strong as Horse 
Soft as Kid 


Pleases the weare 
Profits the Retailer 
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Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer. 


B. D. Ejsendrath Tanning Co. 




















Tannery 
\ Chicago RACINE Boston 
WN — 130. WellsSt. WISCONSIN 95 South St. 
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SPATS WILL BE IN 
VOGUE FOR FALL 
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Fashion is partial to spats. 


That’s why they offer you such big 
opportunities for ADDITIONAL 
SALES. 


You MUST HAVE the RIGHT 
KIND to fully satisfy discriminat- 
ing customers. 


<wed> Spats will pass the most 


critical examination. 





WILLIAM GREILICH & SONS 


Factory and Sales Office New York Office and Showroom © 
Brooklyn, N. Y. Marbridge Building, 47 W. 34th St. 
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SERIES ONE 


Di d I 
lamond Pointers _[|ssu0u0. 
Above the and sales 
Mark. SHOWING WHY makers. 
One Customer Makes Another 
“Look Like Shoes That Might Cost Much More” ISSUE ONE 
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FIRST CRACK OUT OF THE BOX 
ROY C. KANOUSE Writes: 
(Past President Indiana Retail Shoe Association) 
ROY C. KANOUSE 
**The Shoe Feller’’ 
Greensburg, Indiana - 
May 22, 1919. 
The Diamond ‘Shoe Company, 
New York City, N. Y. 
Gentlemen: 

I just want you to know how much I ap- 
preciate your service—the kind of merchan- 
dise you sell and the moderate prices you 
name. 

I can take your catalogue and order from it 
with the assurance that I am to receive good 
clean merchandise—goods that are 100 per 
cent up to sample, in fact you can’t picture 
them in your catalogue as good as they are. 

I have been dealing with you for the past 
five years and in all that time I have never 
had to return a pair of your shoes for credit 
for any reason. I can sell a line of goods 
that I have confidence in so much better 
than a line of doubtful quality and they stay 
sold. 

I certainly can recommend your line to any 
retailer in the U. S. no difference how big or 
how little that appreciates quality, style and 
workmanship and best of all reasonable 
prices. 

This letter has not been solicited—I be- 
lieve in letting a concern know when I am 
pleased as well as when I am not and in my 
business I usually hear all the “kicks” but 
very few compliments. I take it that when 
I don’t hear a “‘kick”’ it’s a compliment but I 
am human enough to like to be praised oc- 
casionally when I deserve it—that’s why I 
am passing it on to you. 

Respectfully, 
(Signed) ROY C. KANOUSE. 


COMMENT BY SALES MANAGER: 


Not a merchant who saw this correspondence knew of a line 
that gets such strong commendation. What more need we say 
than **Give us the chance to show you, too.”’ Tell us to send a 


Representative this coming trip. 
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WHAT WE WROTE HIM 


June 6, 1919. 
Mr. R. C. Kanouse, 
Greensburg, Ind. 


. Dear Sir: 


From time to time we have received very 
pleasant commendations from you about our 
goods and service. Although we sell a tre- 
mendous volume of shoes every year, there 
are still some retailers that we would like to 
get in touch with. If they would know of 
your experience, it might add as a special 
impetus for getting busy with us. 

Would you have any objection to our men- 
tioning your name or quoting extracts from 
your letter either in correspondence or trade 
paper advertising? Any comment you make 
will be appreciated. 

Yours respectfully, 
DIAMOND SHOE CO. 
(Signed) M. Stollmack, 

Sales Manager. 


WHAT HE ANSWERED 


Greensburg, Ind. 
June 9, 1919. 
Diamond Shoe Co., 
New York City, N. Y. 
Gentlemen: 

You are at perfect liberty to use any 
recommendation I have made or any com- 
pliment paid the line if it will help you in 
any way to start a new account. I feel that 
the dealer that starts will thank me for such 
recommendation and I am always glad to 
help a fellow retailer in any way I possibly 
can. 

Respectfully, 
(Signed) ROY C. KANOUSE. 
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The Great War Has Revolutionized 
Methods of Giving Foot and 
Shoe Comfort Service 








THE NATURE-TREAD PAD is 
built with a wedge on the inner side of 
the heel, which comfortably directs 
the body’s weight to the outer border 
of the foot and a metatarsal button is 
placed just back of the tread so that 
the first and fifth metatarsal bones 
ride each side—thus establishing the 
proper weight bearing points—viz., 
center of heel—small toe—great toe 
joint 


THE NATURE-TREAD PAD was developed by one of UNCLE 
SAM’S ORTHOPEDISTS in conjunction with other experts and busi- 


ness men of many years’ standing in the foot ailment corrective business. 


THE NATURE-TREAD PAD is the GREATEST MONEY 
MAKER ever offered to the shoe trade. 


THE NATURE-TREAD PAD positively relieves and permanently 


corrects all usual foot disabilities, such as weak arches, corns, callouses 
and tired, aching feet. 


THE NATURE-TREAD PAD prevents shoes running over at the 
heels, breaking down at the shanks or curling at the toes. 


Shoe Dealers Can Now Give 100% Shoe 
Service and Make Money Out of Their 
Foot Comfort Departments 


THE NATURE-TREAD PAD can be correctly fitted by any shoe salesman in 
THREE MINUTES and may be worn with perfect ease and comfort in the 
SMARTEST pumps, oxfords or high shoes, constructed to fit all sizes from AA to 
EE in English or Foot Form lasts. 

THE NATURE-TREAD PAD is NOT an ARCH SUPPORT, but a scientific 
and comfortable appliance which places the foot in such a position that the arches of 
the foot become perfectly normal without other artificial assistance. 


THE NATURE-TREAD PAD nets shoe dealers 100 per cent profit and carries 
most liberal jobbing discounts. 


FREE OFFER 


A pair of A-Grade NATURE-TREAD PADS will be sent to any established shoe 
dealer or shoe department in the U. S. on a FOURTEEN DAY FREE TRIAL 
and may be returned at the end of that time without charge if desired. 
State size of shoe and whether English or Foot Form last. 
Regular Prices to Shoe Trade—A-Grade $15.00 Doz Prs. 

7 oo“ oe“ —B-Grade $12.00 “ “ 


Please give name of Jobber in placing orders. 


Manufactured by 


THE NATURE-TREAD MANUFACTURING CO. 


5 North La Salle Street, CHICAGO, ILLINOIS, U. S. A. 








June 21, 1919 BOOT AND SHOE RECORDER 


GOOD SHOES FOREVERYBODY’ 
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Sterling 
Americans 


JAMES:-A:GARFIELD 
Born Nov.19,1831-Died Sep.19,188! 
Pioneer -Teacher- 
Soldier And Leader. 

















“Ideas Are the Great Wastin of the World’’ 


Said JAMES ABRAHAM GARFIELD, Sterling American and 26th President, whose 
remarkable career paralleled that of Abraham Lincoln. Born in a log cabin; farmer, 
carpenter, canal-boat driver, student, college professor, congressman, brigadier-general 
in the Civil War; U. S. Senator and President of our country—he, like Lincoln, died 
by the hand of an assassin, at the moment of his greatest popularity and power. _ 
IDEAS, BRAINS AND EXPERIENCE IN SELECTING, TANNING AND JAPANNING SKINS 
HAVE PRODUCED THAT PERFECTION OF SOFT, DURABLE, SHINY LEATHERS FOUND 
ONLY IN STERLING PATENT COLT AND STERLING PATENT KID. WISE MANUFAC- 
TURERS AND RETAILERS OF SHOES INSIST UPON THESE STERLING LEATHERS. ARE 
YOU, TCO, RECEIVING THE BENEFITS FROM THEIR USE? 


Sterliiig Golt Sterliig Kid 


BRISTOL PATENT LEATHER COMPANY BOSTON, MASS. 
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JUST IN TIME 
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WITH 


An Abundance of Appealing White Numbers 


IN STOCK 


QUICK ACTION—NO EXCUSES 


Other 


Turn Pumps 


78—Cabaretta Tongue, 
$4.85 


107—Eve Cloth Colo- 
nial, $4.50 


s 


956—Sea Island-Opera, 
* $2.85 


961—Reignskin Tongue, 
$3.85 


109—Eve Cloth Opera, 
$4.25 


110—Eve Cloth Opera, 
Baby Louis 
Heel, $4.25 


z 


The a ae Pump 


A. H. GAINES-GORDON co. 


“IN-STOCK” offering is most opportune. 
The keenest merchants in the country have chosen our line for the utmost in “value and service,” knowing our 
facilities to work in co-operation with them. 


Our St. Louis stock house is just another step towards better service and an aid to eliminate distance as a handicap 


to “Quick Action” on your orders. 


Popular 
Oxfords 


80—Cabaretta Covered 
Louis McKay, 
$4.65 


81—Cabaretta Covered 
Baby Louis Mc- 
Kay, $4.65 


459—Nubuck Welt, 
Enameled Mili- 
tary Heel, Wing 
Tip, $4.00 

603—Reignskin Welt, 
Enameled Mili- 
tary Heel, Reg. 
Tip, $3.65. 


600—Reignskin Welt, 
Enameled Mili- 
tary Heel, 
Stitched Tip, 
$4.00 


With white shoes playing an important part in today’s selling and the voluminous call for novel patterns—our 


A sample assortment of the above styles, including a few additional choice numbers, await your request. Carriage 


charges will be prepaid. 
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FACTORY 





Branch Stock Room 


ms Sut tom! AH, GAINES-GORDON CO. | 


2 ; 141 DUANE ST., NEW YORK CITY STAMFORD, 
= St. Louis, Mo. 
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CONNECTICUT 
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N. C. 4, U. S. Navy Transatlantic Sea Plane 






















THE GOODYEAR SHOE SHOP 


FRANK H. LOCKETT, Prop. 


Educator and Regal Shoes 


















Fine Repairing a Specialty 


Chatham, Mass.,__ 388° 8» 1919, 









Rice & Hutchins, Inc., 
Boston, Mass. 







Gentlemen: 





Yeu have doubtless read with keen interest ef the Vic- 
terious Flight of the Sea Plane NO-4. I was particular- 
ly interested to learn of the safe arrival in England 

of Gaptain Read and pilot Mr. Stone, for shertly befere 

they sailed, they were in my store in Chatham, and pur- 

chased each a pair of Educator Shoes. 












I thought Rice & Hutchins as the makers of Educator 
Shoes would be interested to know that the first men to 
have the hemor ef crossing the Atlantic Ocean by air 

were wearing Educator Shoes. 









Yours truly, 
(Signed) 


















